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In This Issue: 


Editorials 


Follow-up Important as a Reenforcing Agent 
Jack Fairbanks 

Six Definite Things That All Workers Want 
James H. Collins 


Trade Associations Useful 


Mill Supplies Must Build Up Our Export Trade 
John B. Woods 
Mill Supply and Big Hardware Houses Related 


Look Before You Leap 
“Aaron Steele—Chicage” Daniel L. Hanson 
Timely Tips From the Field 
Care Should Be Used in Assuming Obligations 
Lester G. Herbert 
Making Business Better 
Frank Farrington 
Machine Tool Builders Hold Meet 
New Drill Steel Found 
Manufacturers’ Tips on Their New Products 


Comnton Sense Now Needed J. H. Tregoe 
HowPealers Aid Customers Ernest H. Smith 
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A New “Genuine Detroit” 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


DetRoIT |UBRICATOR (OMPANY 
DETROIT.U.S.A. 
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Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 


Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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It is significant that a big proportion of the 

customers of the Chicago Belting Company 

are buying from us because they want and 

insist on receiving the highest grade of leather 
belting that they can buy. 























ChicagoBelting | 
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Dissatisfaction is a sales 
killer—and sales of CAPITAL 


Brushes and Brooms are constantly mount- 
ing! Customers are satisfied, pleased, and 
made permanent by the quality and service built into 
CAPITAL products. 


CAPITAL Brushes and Brooms are known values, 
guaranteed to outlive and outserve the ordinary kind. They 
give longer service—and cost the buyer less in the end. We 
will not cut quality. Write for catalog 17, showing photo- 
graphic illustrations of CAPITAL products. 





Indianapolis Brush & Broom Mfg. Co. 
30 Brush Street 
Indiana 


Brushes-Brooms 


For All Industrial and Trade Uses 


Indianapolis 





CAPITAL 
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“SATISFIED” 


That Is What You Will Say After Trying 


C.D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


- Manufacturers of a Complete Line of MALLEABLE AND 
Made of Meave Fattem Ais CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable Iron 
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The Highest 
Grade File Made 


‘The File You Will Eventually Use’’ 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 




























uomame" WO. Davey & Sons The Only Devers 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 


every piece of goods bearing the DAVEY stamp 






Davey’s 
guarantee 
means 
satisfaction 
or your 
money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “‘sore,” dissatisfied trade. 
Try us with a sample order—your others will follow. 


W. O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, President E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 


_ 
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Sharon 


“BLUENOSE” 
Hand Truck 


Here’s a hand truck built for a life-time ot 
service—a truck your trade can depend upon 
to carry more over a longer period than any 
they’ve had experience with. The frame, 
including wheel lugs, is pressed from one 
piece of 4-inch hot rolled open hearth steel 

-the “Bluenose” is pressed from %-inch 
stock of the same material. Note how each 
wheel is enclosed and supported with two 
lugs with stiffening beads—no weakness 
here. You can have the “Bluenose” in two 
sizes—54 inches, 65 lbs., and 64% inches, 
120 lbs.; with straight or curved wood han 
dles ; 
with 


with straight or depressed cross-bars ; 
square or round with plain 
wheels with either plain or roller bearings, 
or with cushion wheels. Measure truck 
values in terms of ten-hour-mileage. Send 
for specifications of the Sharon “Bluenose” 
Truck and the Sharon 


nose, 


“Brute” Trailer. 


SHARON PRESSED STEELCO. 


MAIN OFFICEAND WORKS, SHARON,PENNA. 
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Your Teale Needs 


this Power Drive 


N mills, factories, power plants and 

manufacturing concerns you'll find 

complete pipe-fitting equipment— 
geared hand threading devices and cut- 
ters. 


You will also find a drastic need for the 
“Toledo” Portable Power Drive to oper- 
ate these pipe tools. 










For the power drive speeds up threading 
and cutting—takes the place of ratchet 
handle and operates tools FIVE times 
faster. 


There’s a virgin field for this remarkable 
drive in your territory. Cultivate it. Send 
for our new catalog “F.” 


The Toledo Pipe Threading Machine Co, 
Toledo, Ohio 


New York Office: 50 Church St., New York City 
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Would You Blame Your 
Trade for Discarding 
These 39 Loose Parts? 


HEN work is to be done in the industrial 

plant, the mine or the mill, time wasting 
devices are very much out of place. Loose 
parts for threading pipe, like the loose parts 
shown here, delay the game—tie up other 
workmen dependent on threaded pipe—cut 
down production if it’s a break in an impor- 
tant line—and boost the cost of the threads 
cut. 


Not so with Beavers. They have no un- 
necessary loose parts—they have no time wast- 
ing features. If a | inch thread is cut and a 2 
inch is next, simply shift the adjusting handle 
and cut the thread, clean, true and 
tight. 


Notice the broken ‘Loose Part” box— 
and the wire needed to hold it—a box 
that cost its owner many dollars before 
he replaced it with Beavers, 


With sales points like these your 
salesmen should bat close to 1,000 in 
Beaver Die Stock sales. 


BEAVERS 
Sell Themselves 


It doesn't take salesmanship to sell Beavers. <A 
clear explanation of how Beavers save time, labor, 
trouble and fuss by having no loose, scattered parts— 
how they pay for themselves in these savings—are 
facts that no progressive pipe user can ignore. 


Take No. 6 Beaverette, shown here— it is the only 
tool on the market threading 14 to 34 inch pipe with- 
out changing dies or bushings. It is instantly adjust- 
able to thread standard or to cut deep or shallow 
threads. A thread is cut while changing dies in 
other tools. 


No. 25 Beaver is a similar tool. It threads | to 2 
inch pipe without changing dies or bushings, and is 
instantly adjusted to thread standard or variations. A 
Universal centering chuck eliminates bushings. Nar- 
row receding dies enable one man to thread 2 inch 
pipe easily. 


No. 6 Beaverette 


These two Beavers sell BIG everywhere. Contrast 
them, threading 14 to 2 inch, with the 39 loose parts 
used in less efficient tools to thread the same range. 


If sales are dragging, push Beavers. You've got 


real things to talk about. Things that interest every 
buyer. be 


No. 25 Beaver 





The Borden Company 
Tout te poms Gena 510 Dana Avenue, WARREN (Trumbull County) OHIO 


Cam tee 
iene The Borden-Canadian Co., 109 Church St., Toronto, Canada. 


Also Manufacturers of the Following Beaver Easy Working Die Stocks: ep w ; 
No. 3 Jr. Ratchet % to 1”; No. 4 Beaver Ratchet 4% to 2”; No. 26, Ratchet, 1 to 2”; No. 41, 2% to 4”; No, 61, 2% to 6”; No. 80, 
1% to 8”; No. 90, 9 to 12”; No. 23, 1 to 2”, Beaver Square End Pipe Cutters No. 1, % to 1” No. 5, % to 2”; No. 10, 24% to 4”; Ne. 
15, 2% to 6”. All are self-contained except No. 3, Jr., No. 4 and No. 23. 
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Medart installation in plant of Wagner 
Electric Manufacturing Company, 
St. Louis. 


&, 
Shaped 
22 iting, 2o p, 
care fhe weltged 


means 


Everything 
Line Shafting Equipment 


DURING more than 40 years of steady, stable 
growth, the Medart line has developed into 

a range of products which embraces everything 
fas *t-lron Pulley, s; aa required in the mechanical transmission of 


i: Size. 
and up to von jobsins G Giametes® ‘ power. 





ss tment, FO} 
Hanger. ge Gaeeae: oe 
lubricating. 


Medart is the only organization in the world ex- 
clusively producing line shafting equipment in 
its entirety, and its continuous expansion since 
1879 indicates definitely the high standard of 
i : excellence to which every Medart product must 
wood Sout ruler he eoMfay yous ll conform. 
order. Our Engineering Department will promptly sub- 
mit estimates on your specifications, without 
obligation on your part. 
~~ 


estes Medart Patent Pulley Company 


As 4? 
ae se er" General Offices and Works: 
yoo sxe ¢ St. Louis, U.S. A. 
4? eye" Office and Warehouse: Offices 
Cincinnati Chicago and Philadelphia 


Whatever ¥ your 


ring. cm He . 
n supely ‘diam The eriailee * All-stee 

p to st : werd i 1 Pulley 
in, Ithetan? ey 

any 
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The Maximum Limit of Strength is 
Built Into Every 


“Reeves”? Wood Split Pulley 


Can you determine the amount of 
strain that is going to be thrown on any 
pulley you sell? 


A poorly constructed pulley may 
transmit a light load for a short time with- 
out complaint from your customer. 


An ordinary pulley may give fair satis- 
faction on the majority of drives. 


But it takes ““The Reeves’ Wood Split 
Pulley to transmit heavy or unsteady 
loads and stand up under the unusual and 
unexpected strains that are daily or hourly 
thrown upon it in actual service in hun- 
dreds and thousands of installations. 


It is this surplus strength and power 
that enables ““The Reeves’’ Wood Split 
Pulley to endure the jerks and jars of 
intermittent loads and continue in service 
year after year for a lifetime. 

There is no extra charge for this extra 
quality—Why should you ever sell a poor 
pulley, or even an ordinary one. You 
can recommend and “The 


guarantee 
Reeves” for any service. 


REEVES PULLEY CO. 


Columbus, Indiana 


Chicago Branch, Corner Clinton and Monroe Streets 











CALDWELL 
Service | 





Half a million dollars’ 
worth of well selected 
stock, constantly main- 


tained, and an organiza- 
tion keyed up to the 
theory that plant. effi- 
ciency is measured by the 
number of orders shipped 
on the day of receipt, ac- 
counts for Caldwell serv- 
ice. Let us figure on your 
requirements. 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
CHICAGO, 17th Street and Western Avenue 
DALLAS, TEXAS, 709 Main Street NEW YORK, 50 Church Street 
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American Injector Co. 
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Get Our Prices 
Before Putting in 
Your Stock Order 


HULL ULL 
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Engineers’ 
Red Book 
Free for 


Asking 


NUMA 
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Dependable! 


Dependability in his power plant 
equipment is something your cus- 
tomer must have. Accidents, de- 
lays and heavy expense for repairs 
are as certain as daylight with 
cheap, inferior appliances. He 
takes no chance if your sell 


THE 


ry’: BE: 
O O 
SONS CO. 
LINE 





for the Wood's guarantee of su- 
perior construction, quality of ma- 
terials and assured satisfaction is 
back of every piece of Power 
Transmission Machinery that 


leaves our factory. = | 


The Wood's line is complete as 
well as efficient. Transmission 
apparatus for every purpose is 
included. Strong, durable, units 
which make up _ transmission 
equipments of highest type. 











i 
q 
Get a copy of Catalog 55 and 
know why “Wood's” appliances 
Br INVITATION - 
MEMBER OF are accepted as standard. 
T. B. Wood’s Sons C : 
6 e 00 S ons 0. = 
Vanufacturing Engineers = 
Chambersburg, = 
Penna. = 
NEW YORK.U.S.A = 
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Concentrate Your 
Purchases 


Does not this presentation 
of eleven of our most pop- 
ular lines suggest the desir- 
ability of concentrating your 
purchases on PEXTO prod- 
ucts? Each line is very com- 
plete. 





Knowledge and experi- 
ence of 100 years of tool 
making is built into each 
and every PEXTO product. 
They are distinctive. Their 
possession spells satisfaction 
to the owners. 


ee 


Quality of material and 
workmanship is of para- 
mount importance to us and 
the PEXTO Oval on the 
tools you buy is significant. 
Insist upon having PEXTO 
TOOLS: accept no. substi- 


AEXIC 


| 
WORTH WHILE TOOLS 
| 
i 


THE PECK ,STOW & WILCOX Co. 
Southington ,Connecticut ,U.S.A.. 
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An accurate test 
rather than a chance 
guess is one reason 
for O-B dependabil- 
ity. 


Testing of valves in 
the O-B plant is a 


routine job. 


Pacific Coast Agents: 
WM. P. HORN & CO. 


Seattle Los Angeles 
San Francisco Portland 





The Ohio Brass Co., Mansfield, Ohio 


NEW YORK CHICAGO PHILADELPHIA 
50 Church Street 343 So. Dearborn Street 710 Witherspoon Bldg. 











EAGLE WELDED STEEL PRODUCTS 


OIL CANS, TORCHES, TALLOW POTS, FILLERS, ETC. 


Highest Class Oilers in the World 


Any piece of EAGLE WELDED WARE can be placed 
EAGLE WELDED STEEL GOODS are positively unaffected 
by heat By our patented WELDING process all seams 
are fused and melted together without the use of a single 
drop of brazing compound or soldering flux of any kind 
By this WELDING process the two thicknesses of metal 
actually become one piece, thus literally doubling its 
strength at the WELDED joint. 


over fire and heated to a point at which the metal would 
melt, yet the WELDED seam would not open. This cannot 
be done with any other similar ware 

Oil containers are frequently placed over fire in order to 
thin the oils; EAGLE WELDED WARE is the only make 
that will absolutely stand this test and not leak 

EAGLE WELDED WARE is STRONG where all other 
makes are weak. 








CoLtaR WELDED ON 








LARS 
WELDED 
ON 












Seour We.0&0 IG 


[xTRA HEAVY 
£. 


Sree, BAIL 


WELDED 
BREAST 


% ” # . _ Heavy Moon a Heavy Hoop 
; le i 4 WELDED ON eas WELDED On 
1 = Sotto One Piece Sree: 
J , Hoop EXTENDS 44 ncn From BOTTOM 
e : Sectional Cut Showing Construction 
es a Write for Catalog and Prices 
EAGLE MANUFACTURING COMPANY 


Largest Oil Can Makers in America WELLSBURG, W. VA. 
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A Window Display for Mill Supply Jobbers selling Ovalhole Packing 


USE— 6 folds Dennison Crepe No, 11, white. 


2 folds Dennison Crepe No. 54 for base, French blue, 
10 festoons No. B4, French blue. 


1 streamer No, LWI to wind with festoons, white. 
2 folds Dennison Crepe No. 52 for tubes and rosettes, 


THE HOLLOW CENTER PACKING CO., CLEVELAND, O. 


Canadian Office, 50 Lake St., Toronto 
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THE HOLLOW CENTER PACKING 
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new catalog 











Send for our 





Upset Cap Screws Must 
be Heat Treated ! 


Engineers know that all cold headed Cap Screws. or other similar 
upset products, must be heat treated to eliminate all stresses and 
strains found in the material during this operation in order to 
give a dependable and uniform product. 


The addition of heat guarantees uniformity of material. Ferry 
Process Screws are heat treated at no extra cost. Don’t experi- 
ment! Demand heat treated products. 


For over fourteen years we have been heat treating our Cap 
Screws-—in fact we are the pioneers in this field. And today. 
Ferry Heat Treated Cap Screws stand alone—as near perfect as 
modern science can make them. 


“Let us quote you prices on your requirements” 


The Ferry Cap & Set Screw Co., Cleveland, O. 





PROCESS SCREWS 
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“PIONEER” 
STEEL SHAFT HANGER 


ee 





Patented 


THE “PIONEER”, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”’, the original, the genuine steel hanger. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 
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The shrewd engineer thinks 


of Albany Grease 


when he thinks of good lubrication 


T’S natural that he should—the two 

are inseparably linked—and the plant 
engineer, the civil engineer, the mechan- 
ical engineer, has been taught the inti- 
mate connection since 1868. 








Albany Grease is always in demand. Ex- 
perienced engineers use it. New men see 
Albany advertising. 


Is your stock complete? You cannot put 
in a better paying line than Albany 
Grease. 


Albany Grease wins on its own merits— 
Ask us more about it—and for dealer 
samples, window 
cards, shelf strips, 
counter easels. Now! 





Adam Cook’s Sons 


708-710 Washington St. 


Reg. U. S. Pat. Off. 


A MARK 
Known and respected 
around the world 

















We could not 
improve our belts— 
SO we improved 
our service 


Heretofore all shipments of 
Carton Beltings have been 
made from our factory in Bos- 
ton. To facilitate deliveries to 
our distributors west of Buf- 
falo, we have opened a fully 
stocked warehouse at 1965 
West Pershing Road, Chicago, 
from which deliveries will be 
made promptly. Orders may 
be sent direct to the Chicago 
address. 


Five Brands— 

a complete line 
of Fabric Belting 
for Dealers 


Distributors of Carton Beltings 
have the advantage of five dis- 
tinct types of belts, each a high 
grade belt made for a special 
purpose. Not one is a compe- 
tition belt. They are 


AZAK solid fabric. The highest quality of * 
woven belting. 


CARTON Canvas. A 23-year old belt and 
going stronger every year. 

CARZAK—a black belt, adapted specially for 
elevating and conveying service. 


WILTRAC endless tractor belt. Every trac- 
tor buyer a prospect. Made flexible 
to run over small pulleys. 


CARTON tthresher, retains its flexibility. 
reatly desired by threshermen. On 
the market over 20 years. 


Write for details of our 
Protected Agency Proposition 





CARTON BELTING COMPANY 


ESTABLISHED 1/899 


52 Everett St., Allston District, 











since 1868 for fair New York 
dealing, a quaiity BOSTON MASS. 
product, and an un- ; ’ 
excelled service. C-128 
When writing to Advertisers please mention MILL Supplies. 
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MILL MINE & RAILWAY 


SUPPLIES 
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} : oad NATIONAL STANDARD SIZE 











“iia at As issued by @ satisfied Mill 
November Supply customer of Wynkoop 
Pay ie | Hallenbeck Crawford Company 






Wynkoop Hallenbeck Crawford Co., 
80 Lafayette Street, 
New York 


Dear Sirs: Attention Mr, Samuel Graydon, Treasurer 





Our new Mill, Mine & Reilway Supplies catalog, 
No. 916, which you made for us, has proved to be a most 
satisfactory book, and we take pleasure in expressing 
our satisfaction with this catalog which you produced 
for us on your Columm Unit plan. 


The increased type space afforded by your Nae 
tional Standard Size page appeals to us, ae it reduces 
the number of pages required for the same amount of 
matter from that of our formar book, with less bulk, 
The concise description accompanying each item adds 
to the catalog as a selling medium, and in typography, 
logical arrangement and compact style of compilation, 
it is excellent. 











From past experience with catalogs of varying 
E' \eacnine TOO style, sizes and bulk, we very much fevor your Colum 
sR CLECTENG MOTORS Unit style made in the National Standard Size, and have 
we ; been gied that we awarded the contract to you, 
BENCH LEG 
As you will recall by referring to other of our 
TRANSMISSION catalogs (such es our Truck catalog which you elso made 
for us) and incidental pamphlets, we have favored the 
National Standard Size, 7% x 10-5/8, and will be gled 
at any time to recommend your Colum Unit style and Na- 
AUTOMOBILE ana tional Standard size to any prospects you may have. 
| 
SERVICE STATION | 


EQUIPMENT Yours very truly 


MILL, MINE ana 


RAILWAY SUPPLIES 


STEEL FACTORY THE FAIRBANKS COMPANY 
EQUIPMENT Z n a 3 | 
SHELVING, ETC Le 4 —_ 

Gu /Z Vice Presiderit 





Your catalog in the National Standard Size, Column Unit, would be equally 
satisfactory both to you and your customers. A request from you will bring 
a representative thoroughly versed in the building of Mill Supply catalogs. 


WYNKOOP HALLENBECK CRAWFORD CO 
“Printing Headquarters” 


Printers—Trade Catalog Publishers—Binders 
80 LAFAYETTE STREET NEW YORK CITY 
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A Dependable Line 


is an incentive to sell 


When you have implicit faith in the soundness 
of the products you are selling you have won half 
the battle of salesmanship. Successful salesmanship 
is built on confidence—confidence in yourself and 
your line. Confidence breeds enthusiasm. Enthu- 
siasm builds business and profit. 


Check up the successes of many of the leading 
jobbing organizations—{as told in our trade jour- 
nals}—and you will find as the backbone of their 
business Goodrich Mechanical Rubber Goods, 
Hose, Belting and Packing. 


Make Goodrich Belting, Hose and Packing the 
backbone of your line. They'll give you additional 


incentive to sell—greater orders— repeat orders, 
and BIGGER PROFIT! 


THE B. F. GOODRICH RUBBER COMPANY, Akron, OHIO 


Goodrich 
Belting 
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Above is shown an Eagle Ejector on a hydraulic can washer, 
manufactured by the Rice & Adams Corporation of Buffalo 


Are You Getting Your Share of 
the Eagle Ejector Business? 


Industrial plants everywhere have found the 
Eagle Ejector to be almost a necessity. 


It is demanded by engineers who have problems 
in the handling of water and other liquids. 


And because it is the first choice of these engi- 
neers, it is a valuable asset to the jobber. 


It is but one of the Sherwood products which 
has proven its worth in service and has been 
selected as a standard accessory by various 
manufacturers of industrial equipment. 


If you are not fully acquainted with the Sher- 
wood line—and with the manner in which we 
cooperate with sales and advertising assistance 
—we will gladly send you complete information. 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 














“Eagle’’ Ejector 


Have you received a 
copy of the Sherwood 
book? It is well worth 
reading. It describes all 
Sherwood products, in- 
cluding injectors. eyect- 
ors, oil pumps, flue 
cleaners—acomplete line 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 
Write your name and 
address on the margin 
of this page. Forward it 
to us, and we will send 
the Sherwood Book to 
you by return mail. 
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Theres a 
New Drill 


Ob sve mdet= 
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"The Greatest Advance 
in Twenty Years” 


Mezzo” is new but the field for “MEZZO” is old. 


Perhaps you have often wondered why some one did not produce a drill for the shop 
which could not obtain production with Carbon Drills and yet was not equipped to 
realize full efficiency from High Speed Drills and consequently could not use these 
drills economically. 


To meet the demand for a drill which would stand higher speeds and heavier feeds, giving 
far greater drilling capacity than Carbon Drills and still sell at a moderate price, we present 
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“Mezzo” has been characterized as the greatest advance “Mezzo” works at its best efficiency this way. 
in drill manufacture in the last twenty years. This ‘ — 
drill performs best at speeds and feeds which would We _ proud to be once more a — _ = 
soon burn the point of a Carbon Drill, and at these in this new field for bd know that “Mezzo will 
speeds and feeds “Mezzo’s” drilling capacity has maintain the “Cleveland reputation for quality and 
astonished many of the wiser heads in the cutting solve the problems confronting many shops. 


tool field. Write for the “Story of Mezzo.” It is a most inter- 
Heating the cutting edge of “Mezzo” even to a esting little booklet which gives full information on 
dark blue color will not draw its temper. In fact “MEzzo” and its uses. 
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For constructions of a “built-in” type— 
For coiling, bending and flanging—and 
For general use in connection with 
plumbing and heating apparatus. 


“NATIONAL” Pipe has a num- 
ber of good working qualities 
which make it particularly adapt- 
able: Uniform, strong, ductile, 
sound in wall and weld, clean and 
smooth of surface inside and out, 
Spellerized to resist corrosion, 


threads well, and can be manipu- 

lated to exceptional advantage. a 
Bulletin No. 11 will be a 
sent upon request. eee takes 


NATIONAL TUBE COMPANY £¢722! S's PITTBURGH, PA. 


District Sales Offices in The Larger Cities 
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ALENANDER BROTHERS 
414-416 North 3d St. 


THE HIGH MARK PHILADELPHIA 
ON LEATHER 


New Fork Chicago Greensboro, N. C. Greenville, S. 











This looks like a good motor pulley. 





The Pulley on the Right 


is a 


Limestone Motor Pulley 


Its makers, proud of its quality and record of satisfactory 
performance, put their name on it. 

That name backed by thirty-six years’ successful pulley mak- 
ing is a guarantee and a worth while one. 


It means honest workmanship and mechanical excellence at a 
fair price. 


You know this is a good motor pulley. 
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THE PEACE OF THE WORLD 

When Secretary Hughes presented to the dis- 
armament conference in Washington our govern- 
ment’s plan for a ten year holiday in warship and 
naval equipment building, the statesmen and the 
warriors of the world were shaken and astonished 
to the depths of their diplomatic and acquisitive 
souls. Instead of an essay on peace and good 
will, full of altruism, philosophy and bunk, it was 
a definite plan of curtailment of naval construe 
tion and the serapping of certain existing naval 
units that applied on a percentage basis equally 
to every country having a navy of any importance. 
It gave the world a shock, followed quickly by 
demand from tax burdened peoples everywhere 
that the plan, in the broad, be accepted. 

Then came the acceptance of the proposition 
from all the great nations, ‘tin prineiple.’’ That 
means, diplomatic ally, that they all approved of 
the idea in a purely general way, but reserved 
the right to approve or disapprove of the detailed 
working out of the scheme as it applied to each of 
them individually. Unexpectedly, Great Britain 
gave it the heartiest support, and as expectedly, 


Japan began to pave the way to gain an advan 
tage out of the outlined plan. Her statesmen and 
warriors approved if Nippon could incease her 
strength on a percentage basis as compared with 
eXisting navies. 

Then came up the question of downtrodden and 
exploited China, and Japan took the lead by 
renouncing all claims to special rights and privi- 
leges In China, and demanding a hands off policy 
in that country’s internal affairs. It looked all 
fair on the face of things, but, to paraphrase Bret 
Harte, for ways that are dark and for tricks — 
are vain, the heathen Jap is peculiar. The Japs 
are speaking of the future, and not of the past or 
present. Nothing is said about letting go their 
grip on Manehuria, on Shantung, or the control 
of Siberia’s outlet. Japan has China by the 
throat, and if she releases any part of any advan- 
tage, the world may well be astonished. As far 
as America is concerned, Japan is and ever will 
he the world’s bad boy. 

Japan has added prestige, cash and territory as 
the result of every war it participated in. It 
is a Warrior nation, and there is none other at all 
like it. Germany had a war lord, who became a 
military despot, but the Germans were not pri- 
marily warlike. The Japanese are radically dif- 
ferent. JA race of warriors truly, with every move 
in the game made to pay. Look at Port Arthur, 
Dalny, Formosa, Corea, Manchuria, Sakhalin Is- 
land, Shantung, and all the German islands north 
of the equator. 

The peace and prosperity of the world is bound 
up in the results of this great conference in Wash- 
ington, with a fair prospect that some conclusions 
will be reached that will check the present and 
prospective race for naval supremacy, which bids 
fair to end in the financial bankruptey of all the 
great nations. So all are willing to curtail 
expenditures if they ean save the money and at 
the same time score a gain over the other nations 
participating in the economic game. The United 
States, as usual, appears to have placed all its 
cards on the table, but only time can prove 
whether or not the other players have cards up 
their sleeves, or can ring in a cold deck. 

France, unexpectedly, broke the ice in relation 
to a restriction of military forces by agreeing to 
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within a year cut her army from a half million 
men to 200,000, and then messed up the plan by 
asking for guarantees from other nations, and 
demanding concessions covering the building of 
submarines. Italy, also, promises to reduce her 
army to the same strength—200,000. It will be 
Japan’s next move. 

The world can no longer pay its current mili- 
tary and naval bills, plus pensions, plus bonds for 
past wars, and the only question is how great the 
saving is to be in the future. It is now or never, 
and every organized body in this and every other 
country, should memorialize the conference with- 
out delay. There are tens of thousands of asso- 
ciations and unions in the United States repre- 
senting every conceivable phase of our industrial, 
commercial and social life; there are city and town 
councils and chambers of commerce by the thou- 
sands which are always ready to pass resolutions 
on comparatively trivial subjects, so why not 
agitate the question of something like united 
action now that the greatest problem ever 
presented, vitally concerning all peoples, is up for 
settlement? 





FREIGHT, CORN AND WAGONS 


that the farm implement 
industry is ina terrible slump. The buying power 
of the farmer has been greatly reduced through 
successive drops in prices of farm products, and 
as a result he is purchasing nothing but bare 
necessities. Generalities as to the reason for this 
ring true enough, but they fail to portray the pic- 
ture of what the farmer and the farm implement 
manufacturer are up against as vividly as does a 
conerete example. This is what actually happens: 

A farmer, living at Culbertson, Nebraska, 
whose principal product is corn, wants to buy a 
farm wagon. He approaches his loeal dealer and 
is amazed at the price asked. Wishing to know 
why it should cost so much, he writes to the manu- 
facturer of this wagon, at Moline, Ill, saving that 
he needs a farm wagon but that the dealer wants 
the price of 650 bushels of corn for the same 
wagon that could be bought for only 200 bushels 
of corn before the war; that he simply cannot see 
his way clear to buying the wagon or anything 
else that he ean possibly get along without. 

The wagon manufacturer replies that his pres- 
ent price, Fk. O. B. Moline, on a farm wagon, is 
100 percent higher than his price of 1914, but that 
even at this price he is selling this wagon at 
approximately 20 percent less than cost; that the 
cost to the farmer, however, does not bear the 
same relation to the pre-war price, for the reason 
that in 1914 the freight rate on a farm wagon was 
$1.37 a hundred; the present rate, ineluding the 
war tax, is $2.52. 

A farm wagon weighs 1,200 Ibs. The difference 
in freight of 95 cents a hundred makes the trans- 
portation on this wagon alone cost $11.40 more 
than it did before the war. The increased trans- 
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portation costs upon the materials that go into 
the wagon are even greater than this amount. 

When the farmer comes to pay for this wagon 
through the sale of his corn in the Chicago market 
he is at a still greater disadvantage. The freight 
on corn from Culbertson to Chicago in 1914 was 
241% cents a hundred, or approximately 14 cents a 
bushel; today, with the 3 percent war tax 
included, it is 47 cents a hundred, or approxi- 
mately 26 cents a bushel, so that the farmer pays 
12 cents a bushel more to get his corn to Chicago 
than he did in 1914. 

The farmer claims that it requires 650 bushels 
of corn to buy a wagon today. That’s 450 bushels 
more than was required in 1914. At 12 cents a 
bushel inereased freight rate, it means that he is 
paying the railroads $141.00 more transportation 
on the corn necessary to buy this wagon. The 
total increased contribution to the railroad com- 
pany in getting the wagon out to Culbertson and 
shipping corn enough to Chicago to pay for it, is 
$152.40. Enough transportation charges to make 
one hesitate before purchasing anything, isn’t it? 

From the foregoing, anyone ean see that it 1s 
absolutely impossible for any of us to get back to 
anormal basis of prices until the cost of transpor- 
tation is materially reduced. The great difficulty 
in getting this adjustment now is the expense the 
railroads are put to for labor. Augmenting this 
difficulty is the situation maintaining in our coal 
fields, where the cost of labor is also unreason- 
ably high. The business world, outside of trans- 
portation and mining, has gone as far as it ean in 
reducing prices until it gets relief through these 
channels. We all must work, through our con- 
gressmen and through a united public sentiment, 
to secure a readjustment of these railroad and 
mining costs before any of us can hope to resume 
business in a normal way. 





CRIPPLING INDUSTRY 


With the limiting of the percentage of net profit 
which may be legally realized through rentals, the 
Appellate court of New York presents itself as 
one of the greatest combinations in restraint of 
trade in the United States today. There is no 
surer way to preclude all possibility of exercising 
individual ingenuity, nor is there any more certain 
way to prevent the application of individual 
energy in business than through legislative and 
judicial interference. 

Say to a man, ‘‘You cannot earn more than 
eight dollars a day for any given piece of work,’’ 
and he will do just enough work to warrant his 
receiving the stipulated wage, but not one lick 
more. Say to an industry, ‘‘ You cannot pay your 
promulgator more than 10 percent,’’ and it will 
be abandoned. 

If eggs are selling for one dollar a dozen, the 
easiest way to bring their cost down to fifty cents 
is to pass a law making it illegal to sell eggs for 
more than this price. Viewing the situation from 
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| the standpoint of the farmer, if it costs forty cents 
to produce a dozen eggs, it can easily be seen that 
| it would be better for him to eat his hens and 
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invest his energies in some undertaking which 
would allow him a greater return than that given 
him by the commission man who purchases his 
eggs. 

But, if it cost only forty cents to produce a 
dozen eggs, how long do you think they would be 
selling at one dollar before Mr. Jones and Mr. 
Smith would start raising hens? The result? 
Price legislation not necessary. As many eggs as 
there is a demand for. 
able figure. 

Well, what’s the difference? This: In the first 
instance, the cost of eggs will be reduced, but 
there will be no eggs at that price. 
instance, the cost of eggs will be 
there will be an abundance of eggs. 

So, too, with the building industry. With pro- 
tective legislation for the improvident tenant, 
rents are lowered, but the incentive is removed to 
invest one’s savings in an industry whose returns 
are not nearly so inviting as those of thousands 
of others. The result: An ever-increasing popu- 
lation, a constant or even a decreasing supply 
of dwellings, and the shortage of buildings still 
maintains. 

A ‘‘hands off’? policy operates in just the oppo- 
site direction. Witness the building boom in the 
Chicago territory. Permits were issued during 
October for more than 800 new buildings inelud- 
ing new residences and apartment houses, repre- 
senting an expenditure of $10,457,250. This 
hoom will provide more and better homes, reduce 
exorbitant rents, give employment to thousands 
of men in the material supply and construction 
business, and lend a_ helping hand to 
recovering industries. 

The law of supply and demand must be allowed 
to operate with unrestricted freedom. The one 
logical way to reduce rents and bring down high 
prices is to provide more homes and to increase 
production. To build homes and to increase pro- 
duction, someone must provide capital for invest- 
ment, someone must work, someone must save, 
someone must be endowed with the wit to contrive 
and the strength of his convictions to execute. 
Why put a damper on the obvious incentive? 
Why penalize someone’s accomplishment ? 
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ADVERTISING LEADS THE WAY 

As much as the National Unemployment Con- 
ference at Washington may accomplish through 
inducing manufacturers to adopt a policy of pro- 
viding part-time work through reduced time or 
rotation of jobs, manufacturing for stock, taking 
advantage of the present opportunity to do as 
much plant construction work, repairs and ¢lean- 
ing up as possible, with the consequent transfer 
of many employes to other than their regular 
work, and the many other expediencies suggested, 
its efforts will go for naught or at best will accom- 


plish only a temporary relief if buying is not 
stimulated. 

The buying referred to here is that done by the 
general public. This is the solution of the unem- 
ployment problem, and the stimulator of this buy- 
ing has been named in a letter to President Hard- 
ing’s unemployment conference, sent through 
Secretary of Labor Davis from William H. Ran- 
kin, president of the William H. Rankin Company, 
Chicago. 

‘* Advertising. An initiation of a buying move- 
ment through advertising that will stimulate the 
business energies of the nation,’’ says Mr. Rankin, 
‘would solve the unemployment problem just as 
it did the problems caused by atiy of the cam- 
paigns exploited during the war.”’ 

There’s just as much money in the United 
States now as there was during the war. In fact, 
there’s more. An unfavorable rate of exchange 
from the standpoint of the European has limited 
our imports, and lack of production across the 
water for the past four vears has boosted our 
exports. The balance of trade is very much in 
favor of the United States. There is more money 
available for the satisfaction of human wants 
today than there was during the last two vears of 
the war. Much more. The outlook is decidedly 
brighter today than it was just before the armis- 
tice was signed, and brighter than it was just 
afterwards. Yet both the fourth and fifth Liberty 
Loans were oversubscribed before they were 
fairly started. 

Advertising did that. The general public was 
appealed to in every conceivable manner. Its 
interest was aroused and its belief in the prae- 
ticality of the end to be accomplished induced it 
to action. Why not adopt the same methods 
today? Why not spread the legend of lower 
prices and better than prewar quality from coast 
to coast? It would be a legitimate means to an 
altruistic end. It would put thousands of men to 
work. It would increase production, cut down the 
cost of operation, reduce prices, boost wages, and 
end unemployment. 





WHERE ARE WE AT? 

The business crowd in this country has arrived 
at a place in the business road where a lot of 
comon sense, patience, good temper and co-opera- 
tion is necessary. Business is reviving slowly. 
Industries are buying as little as possible, because 
building is restricted, the railways are hampered 
in making sadly needed improvements and 
replacements on account of lack of funds, and 
farmers are buying nothing because agricultural 
products are selling at prices that are heart- 
breaking. But cheer up. The darkest hour of 
the night is just before dawn. 

Believe neither the advanced pessimist nor the 
foolish optimist, but know that if we all pull to- 
gether we can soon be on solid ground with a 
down grade pull. 
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Follow-up Important As a Reenforcing Agent 


Many Auxihary Aids Necessary tn Centering Attack and Back- 
ing Up Manufacturers’ and Dealers’ Advertising Campaigns 
JACK FAIRBANKS 


Psychologists tell us that the average individual, 
before grasping an idea, has to have it told to him at 
least three times. Numerically this is true only when 
the element of time is taken into consideration. 
Moreover, the length of time the idea will be retained 
depends upon the number of times it is repeated and 
the lapse of time between repeatings. This has been 
figured out to a more or less exact degree by psychol- 
ogists and is debatable. The fact remains, however, 
that repetition has a certain desired effect in adver 
tising and should be taken advantage of. Just how 
this is to be accomplished depends largely upon the 
nature of the product to be advertised and the type 
of prospective purchaser. 

\ fair example of how repetition was made to 
count and how the follow-up auxiliary was used to 
advantage is seen in the instance of a manufacturer 
of mill supply machinery brought to the attention of 
the writer a short time ago. 

This manufacturer was making a mill supply spec- 
ialty and was very desirous of getting it well dis- 
tributed among jobbers in as short a space of time 
as possible. Accordingly, he made a very attractive 
them which he incorporated in an advertise 
Then he wrote to a selected list of subscribers 
to the magazine in which this advertisement appeared, 
enclosing a reprint of the advertisement as it had 
appeared the first of that month, asking them if they 
had seen the enclosed advertisement in the issue of 
the magazine named, and telling them to answer 
immediately if they were interested. The inquiries 
he received from this first appeal were very encourag- 
ing, and he immediately checked them against his 
mailing list. To those who did not reply within the 
week, he wrote: 

“We yet received an answer to the 
advertisement we called your attention to a week ago. 
Possibly you didn’t receive our letter. We are 
enclosing a copy of it and the advertisement believing 
that you will surely be interested in it.” 

This second appeal brought a goodly number of 
inquiries, and a third letter brought some more. 

Naturally, all these inquiries were not turned 
directly into orders, but a large number were, and 
the total number of inquiries received served as mute 
witness to the efficacy 
three times.” 

There 
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ment. 
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of the admonition, “Say it 


are a countless number of manufacturers 
and dealers, however, who are prone to say, “ 
tise, but I never get any appreciable results.” 

There's only one answer to that statement, 
don’t make your advertising count.” 

\side from the possibility of his not telling his 
story in the proper manner, the manufacturer or 
dealer who claims he gets no appreciable results from 
his advertising is either not telling his story and 
backing it properly, or he is not telling it often enough. 
A study of advertisers and their methods shows that 
in many instances they do not give their advertising 
the backing it 
make it count. 


| adver- 


“Vou 


deserves—the follow-up that would 


The follow-up used by the manufacturer told about 
above, not only focused the attention of the readers 
of the magazine in which he advertised upon his 
advertisement, served its purpose as a means to tell- 
ing his story again, but carried a distinct appeal of 
its own. When he sent out his first letter of apprecia- 
tion acknowledging the letters of inquiry to his adver 
tisement, he enclosed literature telling the story of his 
product in greater detail. A reply to this indicated 
that the prospect was not merely an “information 
seeker,” but was worthy of a salesman’s call. No 
reply called for another follow-up letter, and if this 
elecited no response the prospect was checked off 
the list as “dead.” When all live prospects had been 
obtained from the inquiries received, they were 
turned over to the salesmen who took charge at this 
point. 

The entire follow-up system used by this manufac 
turer, in short, was this: First, letter number one 
calling the prospect’s attention to his advertisement. 
Second, letter number two, a follow-up on_ letter 
number: one, if that letter elicited no response, or let 
ter number three, a letter of acknowledgement of the 
prospect’s reply to letter number one. Then, letter 
number four, a follow-up on letter number three. Then 
the salesman’s call. 

There are many advertisers who question the effi 
cacy of a follow-up system, even as simple as the one 
described. “If the prospect is interested in our prop 
osition,” they say, “he will answer our advertisements 
without further solicitation; then our salesmen will 
call.” It is evident that they do not believe in the 
“say it three times,” theory, nor do they take into 
consideration the vast number of “information seek- 
ers” who are the bane of the advertiser's existence. 

\n advertisement may bring a host of inquiries, but 
when the salesmen of the advertiser call they may 
ind that those who so promptly requested informa 
tion want information only and not the article adver- 
tised. On the other hand, an advertisement may not 
bring a single inquiry until it has been repeated often 
enough and at frequent enough intervals to make it 
“register” in the minds of its readers. 

The follow-up may be used to care for both the 
above-described situations. 


If it is merely “informa 
tion seekers” 


who answer the advertisement, it wiil 
weed them out as the first follow-up letter will give 
them all the information they want, and the second 
will let them know that there is no more to come. 
They will usually fail to answer follow-up letters and 
will automatically be dropped from the mailing list. 
If the advertisement has failed to “register,” the fol 
low-up will assist it to do so through the force of 
repetition. 

The “Say it three times” theory, in many instances 
has been proven a fact. Even without a system of 
follow-up an advertisement will bring inquiries 1 
repeated often enough and at frequent enough inter 
vals. The average advertising campaign, however, has 
a far better chance to succeed if backed properly and 
if reinforced by a good follow-up system. 
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Six Definite Things That All Workers Want 


A Hearing Higher Up—The Gaim is Great to the Limployee Who 
Wants to be Heard and Greater to the Employer Who Listens 


JAMES H 


Looking ahead last summer, the management of a 
large Eastern factory saw that, within six weeks, 
there must be a reduction of the work force. Ten 
percent of its employees would have to be laid off 
maybe twenty. Sales were falling, products accumu- 
lating in storage instead of going to customers, and 
in borrowing money to continue operations, the com 
pany had about reached the limit. 

Hard necessity, and bad news for many a wage 
earner, but a common enough story these times. . 

That factory is operated on John Leitch’s plan of 
Industrial Democracy. It has a “cabinet” made up 
of its executive officers, a “senate” composed of man 
agers and foremen, and a “house of representatives” 
elected by employees, one delegate to each 30 or 40 
people. 

A mass meeting of employees was called, and the 
president laid the situation before it. There could be 
no difference of opinion about the grim necessity for 
laying off some employees. 

“You don’t have to tell us that business is bad,” 
said one employee-spokesman. “We read the news- 
papers, and know what’s going on.” 

“Well, then, we want you to advise the manage 
ment in making this reduction,” replied the president. 
“Tell us who you think ought to be laid off.” 

Every worker in the plant had a personal efficiency 
rating. Under the system, each employee has access 
to his own rating card, and knows exactly where he 
stands. Class .\ employees are the leaders in produc 
tion, standing highest in quantity and quality of work, 
as well as in adaptability—they understand working 
methods in more than one department, can be shifted 
Wf necessary, and are capable of taking responsibility 
and supervision. Class B employees stand high in 
output and quality, but are less adaptable, being 
familiar chiefly with one task or department. Class C 
comprises all the employees who have failed to fully 
measure up to the standards and opportunities in a 
single department, sometimes lacking ambition, again 
conspicuous for careless work or slacking, and gen 
erally indifferent to improving their ratings. . 

“Now, let us consider making the cut in Class A.” 
continued the speaker. “Largely upon the efficiency 
of A employ ees we have been able to turn out quality 
goods, maintain sales so far, and keep the plant run 
ning. The A fellows earn the highest wages. If we 
make the cut there, not so many of them will have 
to be dropped to balance our payroll. And they stand 
the best chance of finding new jobs elsewhere. More 
of the B employees would have to go, bit not as 
many as C employees. The C employees would find 
it hardest to get new jobs outside. If we cut either 
\ or B, however, the quality of our product might 
fall, and that would mean decreased sales, and prob 
ably further lay-offs later on if business doesn’t 
improve. \ll those in favor of dropping A employees 
will vote by rising.” 


*Copyright, 1921, by J. K. Novins 
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Not a single employee rose. Nor did anyone favor 
dropping Class B workers. When the vote was taken 
on Class C, three-fourths of the employees were in 
favor of it. 

“That is the way we voted in the cabinet,” 
announced the president, “and we are glad to see 
that you take the same view, after considering all 
angles of the problem. But in the eabinet we voted 
unanimously. Does the minority here want to register 
its vote for some other plan?” Not a single employee 
rose or made a suggestion. 

More and more, employees are being given a voice 
in the employer's policies that affect themselves. 
Hardly a week goes by without an announcement 
that some large corporation has adopted such a 
scheme of employee representation or “industrial 
democracy.” Conservative business men are a little 
apprehensive about the tendency, interpreting it as an 
uncalled for and radical concession which may ulti 
mately lead to a demand for employees representa 
tion in management, labor interests on the board of 
directors. 

The most famous plan of the kind is that devised 
by John Leitch, which is patterned on our democrati 
system of government, and is designed to restore the 
man-to-man relation that existed when business con 
ditions were less complex. \s his ideal of this re 
lation, Mr. Leitch tells a story of Phil D. Armour. 
Noticing one of his employees out in the mire of the 
old stockyards with leaky boots and thin coat, he gave 
him money to buy a warm, dry outfit, saying that he 
couldn’t afford to have him get sick. That was auto 
cratic business, with the personal relation. Business 
continued to be autocratic in management when it 
outgrew the personal relation, and the best remedy 
for the evils of autocracy is democracy, Leitch main 
tains. Under his plan, the executives of a business 
form a cabinet, the department heads and foremen a 
senate, and employees elect a house of represntatives. 
The senate and house of representativs meet weekly. 
\ny employee who has a suggestion, grievance or 
complaint brings it to the representative elected from 
his department, and it comes before the house. Mat- 
ters affecting working conditions, hours, wages and 
the like are formulated in bills, hearings are held, and 
they become law or are rejected after debate, modifi 
cation and vote. 

\t first sight sight, it might appear as though such 
concessions by management would turn an organiza 
tion into a debating, fault-finding, time-wasting, in 
terfering rabble. But actual experience with the Leitch 
plan in thirty or more diversified business organiza 
tions shows that it brings grievances to light, cor 
rects them, decreases soldiering, increases efficiency, 
lowers production costs and improves quality. Inci- 
dentally, there seems to be no place for labor organ 
izations in a business where such a plan is in opera 
tion, 

One of the key men in every organization, with 
broad possibilities for making trouble as well as avoid 
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ing it, is the foreman. Injustice by foremen, and 
soldiering or carelessness by workmen, can be brought 
to light under such a plan, investigated publicly, and 
corrected. One or two investigations of that sort 
make foremen and workers aware that nothing can 
be hidden or “put over.” The foreman becomes a 
leader instead of a boss, and his subordinates work 
under him in a new spirit. 

Employers suddenly find themselves closer to em- 
ployees, looking through their eyes at conditions that 
had been hidden from them, while employees get 
broad views of the problems with which management 
deals. Yet if an employee democracy were to pass a 
bill increasing wages or shortening hours to an un- 
reasonable extent, or go beyond lines of conservative 
management in any other way, the cabinet has power 
to veto a result under this plan. That working peo- 
ple are generally reasonable, even conservative, is 
shown in the striking fact that it has never been neces- 
sary to use this veto power. Employees find them- 
selves closer to management, facing executive prob- 
lems, and seeking solutions in their own work. Prob- 
ably the most typical illustration of this is found in 
voluntary teamwork to eliminate waste and losses, a 


practice which shows that the workers are in league 
with their employers for their common beneiit. 

A story of the kind constantly cropping up was 
found recently in a New England textile plant. Some 
inspectors discovered a lot of stockings which had be- 
come slightly soiled, and were classable as “seconds.” 
Peeling off their coats and rolling up their sleeves, 
they got busy and washed the whole lot, turning them 
into “firsts.” 

The worker wants a hearing because he has some- 
thing to say, a complaint to be taken up or a sugges- 
tion of possible value. If no channels are provided for 
giving him a hearing, he can do one of two things— 
try to reach the management through an organization 
which will usually be hostile, or silently quit and find 
a job elsewhere. If he is given a hearing, and facili- 
ties for reaching people higher up at any time, it is 
not he alone who profits, but management as well. 
For again and again it has been demonstrated that 
what the worker has to say about things that affect 
himself is something the management can seldom af- 
ford to be ignorant about. The gain may be great 
to the fellow who wants to be heard. It will be 
greater to the fellow who listens. 


—~—tor 


Trade Associations Useful 


Secretary Hoover Praises Organizations as Business Aids 


In an address made before the Synthetic Organic 
Chemical Manufacturers’ Association, October 28, at 
Washington, Secretary of Commerce Herbert Hoover 
declared that he held the legitimate activities of the trade 
association to be not only ‘an enormous power in com- 
merce but that it is a tremendous power for good in 
industry, and it represents a new step in the whole 
social and economic development of our business lives.” 
In his estimation, Secretary Hoover said, the various 
trade associations present a point of contact for the 
government such as did not exist 10 years ago, and by 
setting up a friendly relationship between the department 
of commerce and these associations, the government is 
able to get in touch with the needs of all of the different 
branches of industry. 

“There are, within the United States,” declared Secre- 
tary Hoover, “over 2,000 trade associations, and I pre- 
sume that over 8O percent have been created within 
the last 10 or 15 years, and one does not see a great 
movement of that character in a country unless it ex- 
presses something that is vital, and something that is 
permanent in the economic system. 

“T have the feeling that this coming together of manu- 
facturers in the different trades for the purpose of the 
advancement of their industry as a whole is a profound 
step toward cooperation in the entire business world, 
and that out of it will be gained tremendous benefits to 
the whole business public. 

“The trade associations throughout the country have 
been subjected to a great deal of criticism because some 
very small minority of the associations have undertaken 
practices that were in fact or in suspicion a violation of 
the restraint of trade acts. A short time ago a canvas 
was made of trade associations to find the number that 
embraced in their category of effort those particular 
functions that are subject to a suspicion, and it was 
found that less than 10 percent of the trade associations 


of the United States have any functions of that character 
at all; that there were associaions that had been created 
under the name and cloak of trade associations for the 
purpose of restraint of trade and combination; that it 
had brought the whole world of trade associations into 
some criticism. 

“But that canvass, covering the working of the vast 
majority of trade associations in this country, convinced 
me that the objective of these organizaions is not in the 
remotest sense against the public interest; that in fact 
a study of the trade associations that we made shows 
something like thirty different lines of activity in which 
they were engaged, covering a great range of educational 
subjects, matters of improvement in fundamental prac- 
tice in the industry as to trade questions, interest in 
matters of transportation, elimination of waste, foreign 
trade, etc., some thirty-four different activities, and of 
all those activities, there had been embraced only two 
that were at all:subject to discussion as to whether or 
not they were against public interest in even a remote 
sense, and less than a very small fraction of these asso- 
ciations were even engaged in those.” 

The value of the trade association in handling prop- 
erly the elimination of waste in industry was stressed 
by Secretary Hoover. 

“T know of no way by which it is possible to under- 
take the solution of questions relating to waste,” he de- 
clared, “except by cooperative organization of men in an 
industry; we cannot go on and hope to make the prog- 
ress that will maintain this standard of living in the face 
of the competition that we have in front of us, unless 
we can make some progress in the collective sense. So 
far as I know, the only way that we can hope for it is 
through the organization of associations that will take 
up the problems that are common to all, that gain inch 
by inch efficiency and stability that makes for national 
efficiency.” 
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Mill Supplies Must Build Up Our Export Trade 


Mighty Volume of Business Can be Had by Manufacturers 
in the United States if Foreign Purchasers Can Get Small Parts 


JOHN B 


To an observant American with some knowledge of 
mechanical contrivances there usually is much interest in 
the examination of power plants and individual machines 
to be found in foreign countries where industrial develop- 
ment is young and thrifty. For example, a locomotive 
will be a veritable treasure house of attachments and 
appurtenances from half a dozen of the machine build- 


. WOODS 


of manufactured articles must be distributed over the 
world. The war marked the end of our isolation and 
threw us headlong into the ranks of exporters of manu- 
factured materials. During that tumultuous time we 
exported by force of circumstances, and built up the 
machinery for production without any special attention 
Now we 


ing countries of the world. 
for we Americans are accustomed 
to examining machines and plants 
in our Own country whose numer- 
ous component parts are supplied 
by one firm or group of builders, 
or at most, from only one produc- 
ing nation. Our mechanical prod- 
ucts are in a class by themselves, 
and none of our people feels the 
need of going to a foreign source 
for anything of the sort. But in the 
new dominions, where development 
is being promoted by commercial 
organizations, and where several 
nations are vying with each other 
to get business, the result of so 
many selling efforts often is seen 
in composite installations and even 
in patchwork machines. 

For example, the locomotive 
above may have come originally 
from the shops of England, and 
before it goes into track service it 


Therein lies the interest, 


Capt. John B. Woods, A. E. F., 
was the way to address a letter to the 
writer of this article during the lat- 
ter months of the Horld War, and 
the letter usually found him in 
France, oftentimes close to the front 
lines, in charge of a saw mill unit get- 
ting out lumber and trench timbers to 
make our boys more comfortable, 
both on the surface and underground. 

Captain Woods often needed mill 
supplies in France, and when he 
needed them he just had to have 
them. The makeshifts he was forced 
into to secure pipe, belting, pulleys, 
valves, shafting and other repair and 
replacement stuff has been told in 
previous issues of MILL SupPties, 
and gave him an insight into what was 
needed abroad that ripened his judg- 
ment and makes of greater value to 


to the facilities for selling and distribution. 
cannot afford to stop, so we must bend our energies to 


the selling and delivery of machin- 
ery in competition with the balance 
of the manufacturing world. In the 
old days America was recognized 
as the home of a few wonderfully 
useful devices whose fame had 
travelled over the globe. Today 
and tomorrow our business is to 
become known as headquarters for 
all kinds of machinery and mechan- 
ical products. 

To the manufacturers of mill 
supplies the situation is both crit- 
ical and promising. Great compet- 
itive strength is being developed by 
Germany and other European 
nations. Where factories and mines 
call for machines, supplies must 
follow. In fact, the mill supply 
makers need not ask whether our 
equipment has captured a given 
field, for often American products 
will be used by enterprises whose 


will develop into a congress of the 
nations. Perhaps its electrical gen- 
erating and headlighting system is 
German, while inside the cab may 
be found a lubricating device from Detroit; a Swiss 
speedometer of elaborate design and fearsome dignity, 
and divers other nicknacks from Belgium and France. 
One thing, however, is reasonably sure: when the engi- 
neer wishes to stop suddenly he will thank American air 
brakes for his security. Similarly, a big factory may 
have its power plant furnished by the engine builders of 
Lille; its electrical conveniences by our own American 
engineers; its buildings erected after plans and with 
materials from England, and its many machines from 
Germany, Switzerland, Sweden and the United States. 

Aside from the amusement to be derived from investi 
gation of such collections of equipment, there is food for 
thought and future activity by all who have faith in our 
foreign trade. Why should we not send our engineers 
into these far countries—some of them are not so far 
after all—and take over contracts to design and erect 
ready for work a portion of the number of future fac- 
tories and public utilities? Of course, the first reply is 
that we are doing this in a gradually increasing variety 
of fields. But we have not yet acquired the habit of 
always being first on the ground, equipped and authorized 
to get the business. 

As a nation we are just now coming to realize the won- 
derful significance of foreign commerce. Our wealth 


our readers 
conclusions. 


his 


original plants and machinery were 
available. 

Probably the greatest selling fac- 
tor in the mill supply business with 
respect to foreign orders—greatest next to quality, of 


suggestions and 


course-—for quality governs in the long run—is ability to 
deliver. Anyone who has had the responsibility of han- 


dling a job in an isolated region appreciates the difficul- 
ties in the way of maintaining private stocks of supphes 
on hand at the plant. No matter how provident the 
buying agent has been, there always comes a time when 
a sudden breakdown of some unsuspected part requires 
a hurried visit to the nearest supply center. And if there 
is no agency or large supply house there with the goods 
on hand, a long and agonizing wait is in prospect. On 
the other hand, if the pioneers back in the hinterland can 
depend upon complete stocks of reliable supplies in their 
trading towns, they will come in to shop oftener, and in 
the aggregate will buy more goods because they will not 
feel that too much capital is tied up in emergency stuff 
that may not be needed for years. 

The burden, then, is upon manufacturing and distribut- 
ing organizations to provide complete stocks of mill sup- 
plies in strategic points. Whether this is done through 
individual agencies or by grouping several supply lines 
under one agent, or by placing general supply dealers in 
central points, depends upon conditions and the measure 
of co-operation among the manufacturers who seek for- 
eign outlets. Certainly some producers will be on the 
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ground with their own goods. Others may not possess 
the resources to push their distribution alone. \ 
with their own goods. Others may ict the 
resources to push their distribution alone. 

It would seem that co-operative plans for the invasion 
of foreign fields by groups of American firms comprising 
makers of most of the indispensible supply items, hold 
promise of trade gains commensurate with the effort 
and foresight involved. Such plans might be based upon 
the formation of foreign trading corporations with head 
quarters in the chief city of each region to be developed. 
\s the enterprises thrived, branches might be opened 
in other more distant towns. 


possess 


It is easy to visualize such 
organizations, financed by groups of our own manutac- 
turers and handling their goods. Some of the more 
knotty problems of delivery and long-time credits might 
well be solved by application of the brains and financial 
strength available through co-operative selling. 

Whenever the subject of foreign commerce comes up 
for discussion there arises also the question of investiga 
tions and market surveys. In the minds of many these 
latter activities mean simply that some man or group of 
men will be delegated to make long and pleasant journeys 
to foreign lands, there to visit the principal cities and to 
exchange kind words with importers and trade bodies, 
and finally to come home with the firm conviction that 
the Volstead Act was a grave error and that export trade 
is very desirable, if only we can figure out some way to 
get our share of it. The investigations which have been 
fruitful and really far reaching in their penetration, often 
have suffered from too little publicity. But the fact 
remains that such studies of foreign fields, properly 
handled by men capable of study and analvsis, are the 
first step toward getting the business. 

These surveys should be of two kinds, general and 
local, the one complementing the other. The general sur- 
vey can be made to show the real feeling of the people 
of another nation toward ourselves. It will vield facts 
about political conditions, banking and credit facilities 
needed or available, lines of ocean communication and 
transportation, and the kind of foreign talent available 
for hire as well as the ways of doing business in the 
prospective field. 

But the local survey begins where the other ends and 
carries the American observer back into the regions 
where overalls and heavy boots replace frock coats and 
patent leather. ‘The lines of freight movement, whether 
by rail, water, animal or human agencies, are important, 
as are the way stations and distributing centers 
through which the freight moves on its way from the 
seaport to the final user. 

I’ven more important is a study of the human elements 
to be encountered in every broad plan of distribution, 
for, of course, there are small men and big men, crooks 
and straight dealers in other lands, just as in our own. 
Men being of necessity the links between the supply cen 
ters and outer regions, the personnel question is serious, 
for much business may be done through local native mer 
chants, if such a method appears wise. The worth-while 
survey will reveal human conditions and indicate whether 
the manufacturers may depend upon doing much or lit- 
tle business outside the circle of their American repre- 
sentatives. If nothing can be expected in the way of 
business-building relations with local merchants, the 
problem will become one of covering as much ground 
as possible with Americans in central distribution points. 

One use of the local survey which is essential at the 
outset, and which may be made of continuous benefit, 
is the market study. Of course, there are market studies 


also 


and marked stupidities, if one may twist words to sug- 
gest unfortunate conclusions based on insufficient data. 
3ut the thorough and comprehensive investigation should 
cover each area fully and catalog every existing and 
potential market for goods that can be discovered. 
Such detail information would be of particular value 
to a trade like that of mill supplies, for such goods go 
wherever active development of natural resources are 
taking place, and only increase in volume as a region 


passes through the stages of semi-development and 
becomes chiefly urban and manufacturing in _ its 


characteristics. 

The investigator is inquisitive, first, with respect to 
natural possibilities, and, knowing something about what 
may be expected in the way of exploitation, he then looks 
about for actual accomplishments in the way of mines 
and mills or public improvements. These cataloged, he 
then turns his attention to projects proposed and 
rumored, and even may go on record with suggestions 
for agitation of needed or promising enterprises. Such 
information indicates the kinds of goods to offer in enter- 
ing a region, and certainly the possession of advance 
information about the proposed building projects or 
other activities should be of inestimable value to the 
manufacturer of supplies. 

Follow up and maintenance service certainly are even 
more important in the exporting business than in domes 
tic trade. For failure to render full service to customers 
may turn them back to the products of other nations, and 
if no record is kept of results and relations are falling 
away of business may be unknown until the situation 1s 
beyond remedy. Distances are long in overseas trade, 
and sellers cannot keep in daily touch with sales without 
excessive cost. 

There are many arguments against going to the 
extreme of selling goods over the counter in foreign 
lands. There are many who content themselves with 
shipping goods to seaports and putting them in the hands 
of importers for further distribution. Such a method 1s 
incomplete and not characteristic of our usual selling 
thoroughness. Why not go the limit with mill supplies, 
and, in fact, with other goods, and reach the customer, 
creating demand if none exists? The kodak and the cash 
register and harvesting machinery and the phonograph 
and sewing machines have been internationalized through 
salesmanship and patient, skillful distribution. Mill sup- 
plies are so widely needed nowadays that a mighty vol 
ume of trade can be built by our manufacturers if they 
will go after it in earnest. 

—teor 


SHOW MACHINE OPERATIONS 


Pictures of Milling Machine Operations Used 
Vocational Schools in the United States 


Votion in 27 

Ten thousand feet of film has been produced of oper 
ations of milling machines by the Kempsmith Mfg. Co., 
Milwaukee, for use in 27 vocational schools in_ the 
United States. This motion picture photographing was 
the result of an order to the Society for Visual Education 
from the government to take motion pictures of different 
machine tools. 

The pictures portray the assembly of the units, the 
unit assembly to the machine, the complete assembly, 
simple milling operations showing close-ups of how the 
cutter revolves and how the work is held rigid. The 
ultra-rapid pictures show how the teeth of the milling 
cutter perform their functions in reaching into the metal 
and lifting the chip away, showing simple operations and 
the various jobs done with the dividing head. 
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Mill Supply and Big Hardware Houses Related 


Growth. of Progressive Chicago Hardware Dealer Shows a Marked 
Tendency to Handle Lines Regularly Carried by Mill Supply Jobber 


When is a hardware dealer a mill supply jobber, or 
what is the line of demarcation which separates the 
hardware dealer carrying mill supplies from the mill 
supply jobber who sells more or less hardware? These 
are questions now presenting themselves persistently, 
due largely to the ever-increasing expansion of the busi- 
ness of both the mill supply jobber and the hardware 
dealer. Viewing the present situation from one angle, 
it is remarked that the progressive hardware dealer is 
ever more closely approaching the mill supply jobber. 
Krom another angle it is seen that there is an ever-in- 
creasing tendency for the mill supply jobber to carry 
products usually found in a hardware store. From a 
third angle one notes the unmistakable difference be 
tween the mill supply jobber and the hardware dealer. 

A very good example of a hardware dealer who 
closely approaches a mill supply jobber is S. J. Steb- 
bins, president of the Stebbins Hardware Company, 
Chicago. This company has grown steadily since 1860, 
when it was founded by B. C. Jones and A. H. Riardon, 
each with $500 capital. At the present time the com 
pany is doing a daily business of four times that 
amount. 

How 5S. J. Stebbins bought out the interests of Mr. 
Kiardon and later those of Mr. Jones, how he weathered 
the period of industrial depression following the Civil 
war and the hard times witnessed shortly after the 
Chicago fire, the wrath of which he escaped; how he 
successfully recovered from two fires which com- 
pletely destroyed his stock, is a story in itself. What 
interests us now is his close approach to the mill supply 
jobber and wherein he differs from him—wherein all 
hardware dealers handling mill supplies differ from mill 
supply jobbers. 

“There are two distinct and separate ways of con 
ducting a hardware business,” says Mr. Stebbins. “One 
way is to do a strictly retail business, as is our custom. 
To carry complete stocks of goods and to let the con 
sumer come after them. Another way is to do a whole- 
sale or jobbing business and to maintain a corps of 
salesmen to go out after it. 

“What determines the manner in which the business 
is to be conducted? Usually the attendant circum- 
stances. For example: If a hardware dealer is located 
in a small town in an agricultural district he will nat- 
urally cater to the agricultural interests. His stock will 
consist largely of agricultural implements and acces 
sories. He will carry plows, cultivators, rakes, and 
allied lines. If he is located in a mining district he 
will carry items used by miners, compressed air drills, 
chain hoists, dynamite, fuses, etc. If he is in an oil 
district his stock will run heavily to oil well supplies. 
And so on down the line. In every instance he will be 
guided by the particular needs of the community he is in. 

“The small town hardware dealer’s stock is seldom 
complete. He will usually have a large number of a 
certain kind of implement and many accessories to that 
line. His other lines will be represented by only one 
or two items, and in a number of instances he will 
carry no stock at all of items seldom used in his com- 
munity. In other words he will concentrate upon the 


lines which he thinks will be in demand and let the mail 
order hardware dealer take care of the remainder of the 
hardware lines. 

“The metropolitan hardware dealer faces an entirely 
different proposition. If he has a great deal of room 
and small overhead expense he can lay in a large stock 
of varied items and do what is practically a wholesale 
business. Of course he will have to maintain a corps 
of salesmen to go out after this business and sell in 
quantity lots, but to do this will not be as expensive as 
to attempt to conduct a retail business of the same 
extent. 

“The metropolitan hardware dealer, on the other 
hand, who has much smaller quarters and a compara- 
tively large overhead expense, must make many more 
sales each day to pay expenses and show a profit. He 
must have his customers coming in to him, and he must 
be in a position to accommodate their every want. His 
stock, though not outnumbering that of a hardware 
dealer who does a jobbing business on individual items, 
will be much more varied and a great deal larger in its 
scope. Of individual items, also, the hardware dealer 
who does a strictly retail business must carry a large 
assortment.” 

To appreciate the extent of this principle one has 
only to consider in detail one or two lines carried by 
the Stebbins Hardware Company. One of its leading 
lines is truck casters. Mr. Stebbins claims that his com- 
pany sells more truck casters than any other concern 
in Chicago. It carries a complete line, from the largest 
to the smallest casters in use. This same principle has 
been carried out in its stock of springs, which is also 
complete. It is stated this company has a stock of 
springs from which it could stock a hundred hardware 
stores which carried only the usual varieties. 

The various stages outlined above have been passed 
through by this company. During its earliest days it 
catered to the surrounding interests, specializing in cer 
tain lines. Today it still caters to its community inter- 
ests, but they have become widely divergent and it has 
grown with them. It still specializes in one or two 
lines, but this same specialization extends also in nearly 
as complete a manner to every line it carries. 

A large portion of this company’s stock is carried in 
its warehouses. At one time the possibility of doing a 
mill supply business from this warehouse was consid- 
ered, and a number of items were jobbed. This idea 
was given up, however, due to the fact that it would 
necessitate a distinct and separate organization to carry 
on this business which was not considered advisable at 
that time. 

This, then, is the chief difference between the hard 
ware dealer who carries mill supplies and the mill sup 
ply jobber: The method of doing business. The Steb- 
bins Hardware Company during its growth has added 
item after item of mill supplies to its regular hardware 
line, until it now carries an almost complete stock of 
mill supplies. Valves, wrenches, lubricating oils, 
graphite grease, leather belting, gauge glasses, drills, 
taps, dies, reamers, abrasives, grinders, grinding wheels, 


(Continued on page 34} 
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Dodge ball and socket adjustable 
drop hanger 











Dodge ring oiling bearing 








Built right to 
work right 


When you sell a Dodge hanger 
or any other Dodge product you 
know it will stay sold and be 
your best salesman in securing 
future orders for transmission 
equipment. This is true because 
the product itself is right—built 
right of the right material. 

A big feature of Dodge hang- 
ers is that they are easy to install 
and align. The side opening 
makes this possible. When hang- 
ers with open bottoms are used 
the weight of shafting must be 
supported by a hoist or other 
means while adjustments are 
being made. 

The material used in Dodge 
hangers is chemically tested and 
conforms to our one high stand- 
ard of quality. 

Maximum strength and rigid- 
ity — features of vital impor- 
tance, are made possible not only 
by high grade material but prin- 
cipally by correct design. Forty 
years of constant study of power 
transmission needs is built into 
every hanger bearing the Dodge 
name. 

Dodge hangers and bearings 
are made in Dodge shops by 
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Hangers and Bearings 


Sell a line your 
customers know is good 








Dodge workmen trained for 
many years in the production of 
only products of uniform excel- 
lence of design, material and 
workmanship. This absolute uni- 
formity of quality is a dominant 
characteristic of the entire Dodge 
line of transmission equipment. 

Dodge bearings provide per- 
fect lubrication for the shafting 
which floats on a film of oil. Ball 
and socket construction prevents 
binding on shaft. Large oil reser- 
voirs assure an ample supply of 
lubricant. 

Fourteen warehouses located 
in fourteen power using centers 
carrying complete stocks of 
every standard size, assuring 
prompt delivery. 

Write for dealer proposition 
today. It will be a big step in 
the direction of steady profits 
and customer satisfaction. 
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(Continued from page 31) 
welding apparatus, etc. 
house. 


Still this is not a mill supply 
It handles nearly all the mill supply lines, and 
more are being added every day, but it doesn’t sell 
them like a mill supply jobber. Instead of sending 
men out aid doing a jobbing business, selling a num- 
ber of items to the same customer, it lets its trade 
come to it and sells, for the most part, only one item 
of any line to each customer. 

True, the more mill supplies this or any other hard 
ware dealer carries, and the more mill supplies it sells, 


The 


the closer it approaches the mill supply jobber. 
more small tools and hardware lines the mill supply 
jobber carries and sells in small quantities the closer 


it approaches the hardware dealer. But until the 
hardware dealer sends salesmen out of its house and 
does business on a jobber’s scale, or until the mill 
supply jobber calls its salesmen in from the road and 
does a strictly retail business, the line of demarcation 
between the mill supply jobber who sells hardware 
and the hardware dealer who sells mill supplies will 
still exist. 


tor 


Look Before You Leap 


Former Salesman of Mill Supplics Says “Stick to the Ship” 


A mill supply salesman and a former mill supply 
salesman, old acquaintances and sincere friends, met the 
other day on the street. They exchanged greetings and 
paused a moment each to inquire as to the well-being 
and fortune of the other since they had last met. 

and fortune of the other since they had last met and 
how each was getting on in the business world. 
that he was getting his share of the “filthy lucre,” 
sO scarce. 


now 


“But,” said the mill supply salesman, “I’m not satisfied 
where I am, I think I’m in the wrong game for me, and 
am thinking of making a change.” 

“Steady !”’ exclaimed his friend, the former mill supply 
salesman, “let me tell vou a little story.” 

“Remember when I went to work for Burdick? Just 
out of college, ready to eat ’em alive’ Practically no 
business experience but cocky as all get out? Remember 
how long I lasted? Six months. Didn't have a kick in 
the world, was getting good pay, and my sales were 
growing daily. I sort of liked old man Burdick, too. 
He was an eccentric devil, but white as they make them. 
Talked to me like a son when I told him I was going 
to quit. Told me he thought I was making a mistake 
but that if I wasn’t satisfied I could try something else 
and could come back any time I wanted to.” 

His friend looked at him quizzically. 

“Oh, I'm doing well where I now am,” went on the 
former mill supply salesman in answer to the implied 
question, “but I’ve found out one thing; the mill supply 
game is hard to beat. Unlimited growth and all that 
sort of thing. Why, when I look back and think of some 
of the customers I used to have, and think how they 
used to buy practically all their stuff from me, and then 
look at them now and try to figure out what my com- 
mission would be on one of their orders, such as they are 
handing out today, it almost staggers me, and I feel like 
kicking myself all around the block. 

“Right now, I’m in a good enough business, but there's 
no growth to it. When I was selling mill supplies, I 
could count on every order opening up the way for 
others. With every sale I made for Burdick, I made 
one for yours truly. Every time I got an order from 
a firm I established myself just that much more securely 
in the good graces of that company. And as each one 
of my customers grew, my orders grew. It wasn’t very 
noticeable then, but if I had only had vision. Now, 
when I make a sale I’m through, with that customer at 


least. No come-back business on the line I’m now sell- 
ing. If I want to increase my sales, I have to increase 


my efforts, | have to tind new customers, | can't simply 
add on to my old ones.” 

“But,” interrupted his friend, “there are other lines 
that have growth, come-back business, as you say, that 
will permit of development. I could pick one of those 
and establish myself in that field.” 

“True,” admitted the former mill supply salesman, 
“but not many which offer the same opportunities that 
mill supplies do, and there is always competition to face. 
You may go to work for a truck dealer, for example. 
He'll have the exclusive agency for the Giant motor 
truck. You'll sell one, two, three or a dozen trucks to 
one company, and as that company grows it will call on 
you to sell it more trucks. Everything will be going fine 
until the Super-Giant truck is placed on the market. It 
may prove to be a better truck than the Giant. Then 
you can do one of two things; tie up with the Super- 
Giant truck people or buck their competition. You are 
bound to lose either way. If you go over to the Super- 
Giant truck dealer, you'll have to go out after new 
customers or admit to vour old ones that the Giant truck 
isn’t as good as you thought it was. If you stay with 
the Giant dealer, you’re bound to lose many of your 
customers through competition. In selling mill supplies, 
however, the only competition you have to face is that 
offered by a salesman selling the very same items that 
you are. [Except in the case of specialties and special 
machinery, very few exclusive agencies are granted. The 
house vou sell for carries the same line of staple goods 
as your competitor. The customers vou get are yours, to 
have and to hold. 

“T know what you’re going to ask,” he interrupted as 
his friend started to speak, “why don’t I go back to 
Burdick? Too proud. You know it’s.a great deal easier 
to break away than it is to come back. But maybe’— 
and a far-away look came into his eves—‘‘well, it doesn’t 
matter,” he broke off abruptly. “You just take my 
advice and stick to the ship.” 


—teor- 


Growth Necessitates Move 

H. D. Edwards & Co., dealers in leather, rubber and 
cotton belting, packing, hose, mill, railroad and vessel 
supplies, Detroit, announce that their business, which 
was established in 1855, has outgrown its present build- 
ings, and that they will move about January 1, 1922, to 
their new building, northwest corner Randolph and 
Larned streets, where the largely increased floor space 
will enable them to give better service to their customers. 
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Phineas Steele, son of Aaron Steele, Chicago manu- 
facturer and jobber of mill supplies, as his Pullman 
hammered away over the ties that night, 
listened to his father’s talk on service, as told in the 
November issue of MILL Suppvirs, could not help but 
think of a certain piece of poetry which had been with 
him a great deal since the reading of it. It was from 
Browning, that poet farthest of all from commercial- 
ism. and Phineas was not quite sure of the exact 
wording, still the poem ran much this way: 

“Are there not, dear Michael, are there not, 
Two moments in the life of the diver, 
One, when a beggar, he plunges, 
The other, when a prince, he rises with the pearl?” 

(And the conclusion of Parcelsus, 
his follower, he cries, 

“Festus, 


Festus, 


when, turning to 


I plunge!’ 


\ll the psychology, all the philosophy, all the 
preachment of salesmanagers and business men the 
whole world over, were of no value if the plunge 


wasn’t taken. The pearl had to be lifted bodily out 
and brought to the surface. Otherwise the rest was 
all “bull,” decided Phineas. 

Naturally he would liked to have stayed to hear the 
conclusion of his father’s talk at the impromptu con 
vention being held at the offices of Aaron Steele 
between his salesmen and those of Robert Mainland, 
a mill supply dealer in Wisconsin, but actual business 
brought in would be “Exhibit A,” and Phineas was 
looking for exhibits. With the impetuosity of youth, 
he consigned “mere platitudes” to Hades. 

Still, Phineas, without being conscious of it, played 
the game on the following day, according to the time- 
honored principles which his father had laid down. 
“We must give Service,’ Aaron Steele had said, and 
then had defined service as something that helped 
open the sales route to the ultimate consumer. 
thing short of that was not “Service.” 
\aron Steele had been insistent. 


Any- 
On that point 


after having 





I Hanson) 


The situation was this, in brief: ~The Limpton Co. 
out in Iowa had started something, then had con 
tracted cold feet. The Limpton Co. did not say that 
it had cold feet. It didn’t even know that the cold 
feet were its own; it thought that the customer had 
cold feet. 

Getting back to the first returns, the Limpton Co 
hadn't really started anything; it was the Corn-Jute 
Co. that had made the first move. The Corn-Jute Co. 
had been prodded by an advancing fire insurance 
premium a thinking of more fire protection, and it 
had asked the Limpton Co. the price of mill yard 
hydrants and pipe. As a matter of fact, it had been 
the insurance underwriters who had done the starting. 

The Limpton Co., 
reply, 


however, had made a half and half 
then had gone to sleep on the proposition. And 
so had the Corn-Jute concern, too. But back there 
in Chicago, a tickler file up on Goose Island had 
thrown up a card covering quotation to the Limpton 
Co, thirty days earlier. An inquiry to the lowa con 
cern had brought back, “Nothing doing.” 

The preceeding three paragraphs tell a local story, 
explaining why Phineas was chasing out into Iowa; 
also do they have a moral, based on the common law 
of nature, that you can’t start anything locally but 
that the rings will keep on widening till they touch 
the farthest shore of that universal sea of business. 

The Limpton concern was glad to see Phineas. 
That is, it said it was glad, but privately wished him 
back in Chicago. It certainly is deucedly annoying to 
have these pestiferous busy folks about. We can’t 
tell them so, but it is just the same! 

Sut Phineas wasn’t troubled by what they felt, nor 
paid much attention to the honeyed phrases 
which they greeted his arrival. Why had the Corn 
Jute people asked for prices, he wanted to know. 

And he brushed aside the assurances of the Limp- 
ton Co. that its catalog and weekly bulletins had 


with 
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and put back on the pulleys, 
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aroused interest. On the pretext of needing a belated 
breakfast, he drifted over into the little town of Corn- 
uonia and got next to an insurance man, who gladly 
gave the entire story—mounting fire insurance 
premiums. 

Equipped with this, Phineas was ready for the mill 
hydrant proposition. In fact he already saw more 
than mill hydrants and pipe. The rate table he had 
in his pocket, showed possibilities, unthought of by 
either the Corn-Jute Co. or his own direct customers, 
the sleepy-eyed Limptons. 

“Tf I land this order, we get it? 
Limpton. 

“Why, we feel kindly to you,” began Limpton, and 
by that token Phineas was old enough to know that 
he would have to put the “Aaron Steele” brand on 
each item of the order, if it matured that far. 

He would much rather have gone out to the Corn- 
Jute plant by himself, but certain business fictions 
have to be observed, though most of us recognize 
them as nothing but fiction. So John Limpton was 
attached to the sales building unit, his share being 
practically the car he furnished. 

“Where do they get their water 
Phineas asked, as they spun along. 

Phineas Steele gave an appraising glance at the 
puddles, dignified by the name of ponds. Then he 
laughed. “They would pump them dry in half an 
hour!” he said. 

“You wouldn’t think that, if you saw their pump 
and engine,” was John Limpton’s reply. “The whole 
thing is a joke, that fire fighting equipment of theirs,” 
he assured Phineas. 

“And so are we, unless we sell them a better one!” 
said Phineas. 

That was the first intimation he had given of any- 
thing but mill hydrants being his program. John 
Limpton gave him a side look, then put his foot on 
the accelerator. Whether he had been shocked by a 
sudden vision, or had gotten mad, Phineas didn’t 
know. He hoped both emotions were gripping the 
local jobber. 


he asked John 


supply from?” 


The Corn-Jute Co. plant covered several acres just 
beyond the ponds which furnished fire protection, and 
probably water for ordinary engine and toilet pur- 
poses. The buildings were four stories high and of 
modern construction. The product was, as the name 
of the concern indicated, fibre, spun out of corn stalks. 
It was almost a monopoly, the common stock being 
held in the East, one family in fact, practically con- 
trolling the management. : 

All this as to the ownership and management, 
Phineas had picked up in his talk with the insurance 
man that morning. 


“T'll send my card in,” said Limpton, as_ they 
entered the offices, and did so. 
Within five minutes the messenger came. back. 


“Very sorry, but that matter of hydrants has been 
passed over for the present, sir. You simply would 
be wasting your time.” ” 

“Take Mr. Knowles my card, and say I came out 
especially to see him,” said Phineas, seeing thot the 
local jobber’s prestige was no “open sesame” in that 
case. 

Now Cornuonia is nearly 500 miles from Chicago, 
but the name of Aaron Steele was well known to 
factory owners and managers there both through the 


pages of trade papers and national advertising 


mediums. Either one or the other, possibly both, 
causes were potent. 

“Mr. Knowles will be glad to see you gentlemen. 
He simply did not want to take your time,” the mes 
senger reported, and they were conducted into the 
private office. 

Although young in years, Phineas had something 
of his father’s keenness in reading human nature, at 
least that part of it which was obvious. He therefore 
saw written all over the face and person of Mr. 
Knowles the legend of “absentee management,” the 
curse of many factories, mills and mine properties. 

However, courtesy was the rule with Mr. Knowles. 
He was glad to see Mr. Limpton and glad to meet 
Aaron Steele’s son. “Never met your father, sir, but 
sort of got to knowing him from reading his adver 
tisements. I hope he is well, and will continue to 
remain so for many years.” 

When the social amenities had been placated, Mr. 
Knowles, a man of some sixty and five years, touched 
upon business. “I hope Mr. Steele, that you didn’t 
come clear from Chicago on this matter of hydrants. 
We have passed it up for the time being, as prices 
will soon come down, and you know how times are—” 

“That is just why I came out, Mr. Knowles. Father 
was insistent, that is, would have been if I had not 
been eager to come of my own volition. We knew, of 
course, how your insurance rate is going to climb 
we get all that data from insurance companies—and 
we felt that you were in a position of needing better 
fire protection at once. Another motive; I wanted to 
learn something about your output. It is unique, | 
am told.” 

While not warm on the hydrant proposition, Mr. 
Knowles lost sight of that for the time being while 
he told the bright young Chicagoan about corn jute; 
what it was, and the great future before his organiza 
tion when it sold the right to outsiders to make 
the same with the Corn-Jute Company’s 
machinery. 

And this made necessary a trip over the plant, 
during which Phineas, true son of an observant father, 
learned not only about corn jute, but much about the 
physical equipment of the plant. He marveled that 
the Limpton Co. had sold so little to this big factory. 
In fact no one seemed to have done the proper thing 
with the Corn-Jute Co., as it was in a sad condition 
of repair, even though apparently prosperous. But 
when he heard Mr. Limpton state that it was his first 
visit, Phineas no longer wondered at the small amount 
of business turned in by Limpton. 

They were looking out the windows toward the 
north: “And there is our water supply for fire pro- 
tection,” said Mr. Knowels. 

Phineas looked over the little ponds; they appeared 
even smaller from that viewpoint than they had when 
viewed from the highway. They appeared 
smaller than respectable duck ponds. 

“They might last you an hour,” he said with the 
authority that the big city man has in a small town. 

Knowles up till then had looked on them as ample, 
but the opinion of Aaron Steele’s son could not be 
flouted. Besides Mr. Knowles was a polite man. 
“Don’t you think a little longer than that?” he asked, 
and the acute-eared Phineas caught just the touch of 
the soliciteus in the inquiry. 

“T wouldn’t guarantee them for even that long, with 
a decent pump pulling away at them. They are al! 


goods 
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EVERY Barrow User in Your Territory Can Be 
YOUR Customer—and YOURS ALONE 


tional effort on your part, if each of your custom- 
ers buys all of his requirements from you. 

For this reason, the AKRON exclusive selling ar- 
rangement means added profits for you. Every barrow 
buyer you cultivate is your customer for all time,—and 
yours alone,—no one else in your territory can sell 
AKRON Barrows. All AKRON Barrow business in 
your territory means profit for you. 

If you hold the AKRON franchise, it pays your sales- 
men to go after barrow business strenuously. The 
superiority and long life of AKRONS insure immediate 
satisfaction on all initial orders. Repeat orders are cer- 
tain. You can be sure that those repeats will come to 
you. 

The AKRON exclusive selling arrangement merits 
your serious consideration especially in these days when 
every method which adds to your profit must be consid- 
ered. Write us to day and let us explain. 


THE AKRON BARROW COMPANY 
Factory: Akron, O. Offices: Cleveland, O. 
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right for sprinkling the lawns and the vegetable gar- 
dens of your employees. I tell you, Mr. Knowles, | 
wouldn’t stand a minute for my directors padlocking 
funds against fire protection. You owe it to yourself 
to insist that your program be carried out, assuring 
you of either a bigger reservoir, draining from the 
hills yonder, or driven wells, with a sprinkler system 
all through the plant.” 

Now it had been Knowles himself who had soft 
pedalled the small improvement of yard hydrants; 
there had been no suggestion from any source of a 
sprinkler system or a larger water supply. So the 
mill manager started to say something, only to be 
interrupted after his second word by Phineas. 

“No doubt you are going to have a big fight on 
your hands, but you can point to the big reduction in 
insurance premiums, and even the possibility of a less 
extensive policy because of what will prove to be 
almost absolute fire protection. You and I know of 
mills in the East that can afford to carry their own 
risks. If you don’t mind we will draw up some data 
in our Chicago office of what you can save a year by 
having your own way in putting in mill hydrants and 
hose throughout the yards, and a sprinkler system 
inside. Inside of five years you can pay for the entire 
investment, besides being protected all the time from 
having your plant, with all its special machinery, 
wiped out in an hour or two.” 

Then, as Mr. Knowles was adjusting his opera 
glass vision to the binocular range he has been sud 
denly thrust into, Phineas went on: 

“Now there are the Amoskeag Mills in Manchester, 
New Hampshire—.” 

But Phineas got no farther, for Mr. Knowles had 
reached first base. 

“Tam glad to hear you express yourself so decid- 
edly, Mr. Steele. Coming from a house like yours 
with a national view, such information will have 
great weight in putting over my proposed plan to the 
directors.” 

In the photo-play, much detail is left out and long 
lapses of time lost sight of, both being possible 
because of the advanced intelligence of the audience. 
To a greater extent is that permissible with my 
readers. Nothing much need be said, therefore, of Mr. 
Limpton’s speechless amazement at the swift march 
of events. A few yard hydrants—and neither hose nor 
pipe had been mentioned in that earlier talk he had 
had with a shop superintendant—had grown into a 
potential contract embodying all of these and much 
more in the way of equipment. Even the hills round 
about Cornuonia were being drawn into the project. 

Fortuately Mr. Limpton had been, comparatively 
speaking, silently amazed. All he had had opportunity 
to say had been, “Good morning,” and three hours 
later, Jetween those two greetings he 
had lived a whole age of salesmanship. Hitherto he 
had prided himself on being a “brass tacks business 
man.” On this occasion he had seen the possession 
of a vision place a young man, of no great experience, 
upon the mountain top, while he, himself was in the 
deepest valley. 


bi rood-day.”’ 


Then the brass-tacks mind had asserted itself. This 
was going to be a whale of an order. He must get 
busy on getting prices and fittings wanted, and who 
else made the kind of indicator post fire hydrants? 
He must write that very night. 


Then he had been rudely awakened from this dream 
of enlarging profits, to realizing that he was on the 
staff of Aaron Steele, by hearing young Steele say, 
in reply to some remark, of Mr. Knowles: 

“Oh, yes, all our goods are marked ‘Aaron Steele 
Chicago,’ but you won't have any trouble getting 
them through Mr. Lipton. 
game.” 

Lipton decided then and there he would play the fair 
game and place the order, when he had it signed up, 
with the concern that had given him “Service.” And 
he said so, a few hours later, when young Phineas was 
the dinner guest at his home on 
residential street. 

“Of course, you will! 


He always plays a fair 


Cornuonia’s one 


I knew when I saw you that 
you were one of those men who plays the square 
came.” 

Sut it must be said that Phineas had formed that 
opinion only after he had met Nellie Limpton at din- 
ner. Surely no girl with that honest face and with 
such soulful, blue cyes could have a father anything 
but on the square! 

“You and I can do a lot of business together,” said 
Limpton as he shook hands in farewell at the step 
of the Pullman late that afternoon, ‘and I hope you will 
have occasion to come again.” 

And Phineas, looking beyond the broad shoulders 
of Limpton to where blue-eyed Nellie sat in the car, 
said with the fervor of a true business man: 

“T certainly hope so!” 

\aron Steele listened carefully to the story of his 
son’s achievement. Naturally he was proud, but that 
he suppressed — at least thought he had — and simply 
asked: “Is Limpton going to play fair?” 

“Yes, he looks like a square man—and has a fine 
family.” 

\aron Steele shrugged his shoulders: “looks and 
family are not enough insurance for me, I have seen 
neither; see that Peter Monet draws up the specifica 
tion tight. If it hadn’t been for us Limpton wouldn't 


have gotten anything—at the most a few hydrants. Our 
Vision was put at his call. We gave him ‘Service.’ All 


we ask is that he play square. Sew him up tight!” 


SOME BONEHEAD PLAYS 


Absurd Situations Created by Lack of Vision on the Part of 


Ordinarily Sane and Sensible Men 


Mistakes are made by the best of engineers. .\ man 
must not be ridiculed simply because he errs. The 


(uebec Bridge fell into the water twice. Each time 
it was designed by and was being erected by high 
salaried engineers of much experience. The third 
time it did not fall into the river. James Watt, it 1s 
said, made some mistakes. Rudolph Diesel himself 
confessed before the American Society of Mechanical 
engineers that he was nearly killed while experiment- 
ing with his engine. All of us make mistakes and 
after they are made we very likely consider them 
“bonehead” mistakes. 

\ first-class erector of machinery told me one on 
himself the other day. He said that some years ago he 
wanted to make a pipe coil. He espied a telephone 
pole out in the yard and this pole suggested to him 
this brilliant idea: Why not do the bending around 
the telephone pole. He did it. It worked fine. It 
did not occur to him until the job was finished that a 
coil of that kind is removed with great difficulty. He 
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The Twenty-ninth Annual Edition—Two Sections 





Recognized by the Trade as Standard 





Our jobber and dealer lists are the most complete and accurate records obtainable. 


Manufacturers of mill, steam and mine supplies, machinery and tools, plumbing 
and heating supplies, hardware and auto supplies, who cover the trade either by mail 
or with salesmen, cannot afford to be without these lists. 


All lists have been thoroughly compiled, and made as nearly complete and perfect 
as possible. We guarantee all lists to the extent ot refunding postage on all letters (cor- 
rectly addressed) returned by the United States Post Office as undeliverable. 


You could not buy a single one of these lists separately at the price of the Direc- 


tory. 


The Sellers’ Guide Section for 1922 will con- 
tain the following lists—comprehensive and 
accurate, and in daily use by thousands of man- 
ufacturers. It is convenient in size, +x 634 
inches, strongly bound, and contains the follow- 
ing lists: 

Jobbers and Dealers in Mill, Steam, Mine, Heating, Con- 
tractors’ and Kindred Lines of Supplies, Tools and 
Machinery in the United States, classified by States 
and Cities, naming kinds of goods handled, giving 
names of officers, buyers, etc 

Jobbers of Plumbing and Heating Supplies in the United 
States, Classified by States and Cities, giving names 
of officers, buyers, territory covered and other de- 
tailed information. 

Jobbers and Dealers in Mill, Steam, Plumbing and Heat- 
ing Supplies and Machinery in Canada, classified by 
Provinces and Cities, specifying kinds of goods han- 
dled 

Manufacturers’ Agents representing Manufacturers of 
Mill, Steam, Mine, Plumbing and Heating Supplies, 
etc., in the United States. 

Wholesale Dealers in Hardware in the United States 
and Canada 

Dealers in Plumbing Sundries and Specialties. 

Dealers in Automobile Supplies and Accessories (whole- 
sale). 

Dealers in Electrical Supplies (wholesale). 


Trade Associations 


The Buyers’ Reference Section contains com- 
plete classified lists of manufacturers of Mill, 
Steam, Mine, Plumbing, Heating and kindred 
lines of Supplies, Heavy Hardware, Tools and 
Machinery. 


The products of 9,000 manufacturers, carrying 
over 50,000 trade of brand names, are classified 
in this section under 4,000 headings. 


This section is handsomely bound in cloth. 
Size 734 x 1034 inches. Thousands of buyers 
have stated that it is practically indispensable 
to them. 


There will also be found a complete Alphabetical list of 
Manufacturers of Mill, Steam, Mine, Plumbing, 
Heating, Lighting and Allied Lines of Supplies, 
Tools and Machinery in the United States giving 
Street addresses and branch offices, and specifying 
kinds of goods produced. 


Both Sections of the Directory and Mill Sup- 
plies for one year, $4.00, so why pay more? 
The only Directory specializing in the lines 
named. 


Manufacturers find this section a most direct 
and economical publicity medium. There is still 
time to make your reservation for space. The 
Directory will be out of bindery early in January. 
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removed it by “unbending” the pipe. 
used a short post. 

A consulting engineer, drawing a salary in five fig- 
ures, recently make a sketch for a large metal tank to 
be used in a certain building. Drawings were made 
and specifications were written in accordance with the 
consultant’s directions. The consultant wrote his 
O.K. on the tracings with a perfectly self-satisfied air 
The tank was made. It was a beautiful piece of work. 

Sut, it was so large it wouldn’t begin to go into the 


Next time he 


Timely 
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building. It was necessary to unrivet the tank, enter 
it into the building piece by piece, and do the riveting 
all over again. An expensive piece of consulting en- 
gineering. 

A man who unblushingly calls himself an “engin- 
eer” repaired a globe valve a few days ago by in- 
serting a new disc. He didn’t remove the old disc 
but put the new disc in on top of the old one. He 
said to me, “I can’t understand why that valve still 
leaks. I just put in a new disc this morning.” 


Tips From the F ield 


Add These Recent Catalogs and Booklets to Your Collection 


The Champion Rivet Co., 
issued a 9x6 in. illustrated booklet of 136 pages 
entitled Scientific Facts, which contains some very 
interesting information about rivets and their uses. 

\n 11x14 in. illustrated mailing folder has been 
sent out by the Shepard Electric Crane & Hoist Co.., 
Montour Falls, N. Y., describing its new electric hoist. 

An illustrated pocket catalog 3x6 in., descriptive of 
its new garage and machine torch and carrving case 
outfit, has been issued by the 1 
Company, Jersey City. 

The Atlas Valve Company, Newark, N. J., has sent 
out a 344x6 in. pocket catalog of 20 pages illustrating 
and describing its line of reducing valves, pump gov- 
ernors, vacuum and_ pressure regulators, balanced 
valves, hot water tank regulators, control valves, and 
damper regulators. 

Fulton Facts, is the name of a very interesting 
house organ sent out by the Fulton Supply Company, 
\tlanta, Ga. 

The Prairie du Chien Tool Co., Prairie du Chien, 
Wis., has recently sent out a number of illustrated 
mailing folders, reproductions of its catalog of hand, 
foot and power tool grinders. 

The Detroit Brass and Malleable Works, Detroit, 
has sent out a 3x6 in. illustrated mailing folder 
describing its water supply system. It has also sent 
out a 444x110 in. illustrated mailing folder describing 
its power displacement pumps. 

The E. Horton & Son Company, Windsor Locks, 
Conn., has recently sent out a new series of drill chuck 
circulars, 314x6 in. each, illustrating and describing 
its two-jawed, geared, and Horton-Morrow hand 
operated, drill chucks. An 8'%x11 in. illustrated 
broadside describing these chucks has also been sent 
out by this company. 


Cleveland, has recently 


Davis-Bournonville 


Threads, is the name of an interesting 4x7 in. house 
organ sent out by The Geometric Tool Company, New 
Haven, Conn. 

The Sharon Pressed Steel Co., Sharon, Pa., has 
recently sent out two illustrated broadsides 
11-814 in., one describing its ‘Bluenose’”’ 
other, its “Brute” trailer. 

Jones, MacNeal & Camp, Chicago, has recently sent 
out a 9x12 in. illustrated mailing folder describing its 
“Power King” electric portable drill. 

The Hadfield-Penfield) Steel Company, Bucyrus, 
Ohio, has issued two illustrated catalogs, each 9x10™% 
in., one of 29 pages, describing its vertical, the other 
of 23 pages describing its horizontal Diesel type stand- 
ard fuel oil engine. 

The Detroit 


each 
truck, the 


Hexagon Drill Company, Detroit, has 


recently issued a 9x4 in. illustrated pocket catalog of 
18 pages describing its drills for angular holes. 

An eight-page folder 10x8% in. has been sent out 
by the Columbia Metal Box Co., New York, illustrating 
and describing its line of safety switches. 

The Michigan Lubricator Company, Detroit, has 
issued a 114-page 5x8 in. bound catalog illustrating and 
describing its line of hydrostatic lubricators, oil and 
grease cups, sediment traps, priming cups, air cocks, 
water gauges, gauge cocks and hot water radiator valves. 


+> 
ACID SHARPENS WORN FILES 
Etching Solution of Nitric and Sulphuric Acid Useful in Cleaning, 
Renewing and Sharpening Fine Files 
ROBERT F. SALADE 

Fine files which have become worn through hard 
service may easily be re-sharpened by etching as follows: 
First, the files are thoroughly cleaned with the aid of a 
wire scratch-brush and a solution of hot lve. Vigorous 
scrubbing is essential to remove dirt and grease from the 
small grooves on all sides of the files. 

Second, on the bottom of an earthen vessel are laid 
two short lengths of wire, or two long wire nails, placed 
in such positions as to form holders for the files when 
they are laid across them. The etching solution, con- 
sisting of 8 parts cold water and one part concentrated 
nitric acid, is then poured into the vessel. The files are 
to remain in this acid bath for about 20 minutes, and 
occasionally are to be moved from side to side with a 
stick so that the acid will work in all the grooves. 

Third, the files are now removed from the solution, 
and are scrubbed with a wire scratch brush and pure 
water. After this operation, they are put back again 
in the acid bath for about 20 minutes. For the second 
time they are removed and scrubbed with the scratch 
brush and pure water. 

Fourth, after one-half part English sulphuric acid has 
been added to the original acid solution, the files are again 
immersed in the bath which now heats by the action of 
the sulphuric acid. The files are to remain in this bath 
for only five minutes, and the solution is to be agitated 
by the simple process of rocking the earthen vessel back 
and forth. Once again the files are withdrawn; are 
cleaned with the scratch brush and pure water; are put 
back in the acid for five more minutes, and then the 
cleaning operation is repeated. 

Fifth, the final bath consists of about & parts cold 
water and 2 parts limewater, this solution eliminating all 
traces of the etching solution. After the files have been 
rinsed in clean water, they are wiped dry and heated to 
absorb the moisture. The files will now be found to be 
almost as clean and sharp as new ones. 
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The CHICAGO Line 


Complete Line of 








Power Transmitting 
Appliances 


including many 
Ball Bearing Specialties 
of 


Well Designed 
W ell Made 
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Ball Bearing Specialties of 


The Chicago Line 
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Daggett Ball Bearing Loose 
Pulley 





Ball Bearing Clutch Pulley 





‘All Loose” Countershaft Drive 





Daggett Ball Bearing Hanger Box 


(Will fit present frames) 


Marvel Grinder 
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Every dealer in Power Transmission 
Equipment should know about The 
CHICAGO Line proposition. 





FACTORY: 


Menomonee Falls 


MAIN OFFICE: 
30 So. Clinton St. 
Chicago, Ill. 
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Care Should be Used in Assuming Obligations 


When Shouldering Responsibilities it is Well to be Prepared 
kor Every Posstble [:mergency—to Look Ahead and Go Slowly 


LESTER G. 


During the years which are past, I, like a good many 
other people, have witnessed a goodly number of indi- 
viduals and firms go to the wall. Some of them have 
lasted longer than others. Some firms have progressed 
steadily in the opposite direction with no apparent reason, 
and yet reflection demonstrated to me that there must 
be a reason why some would succeed with no more 
capital, no better opportunities, no finer location, and in 
exactly the same times—good or bad—in which others 
would fail. 

In the circle of my acquaintance is a man who has 
weathered a number of trying times. He is still compara- 
tively young, and vet he has earned a reputation for 
canny shrewdness. Where others have gotten into deep 
water and gone under, he has gone steadily ahead, seem- 
ingly making a success of every undertaking. 

A banker who knows this man Wilder and his finances 
intimately, referred to him in my presence not long ago 
as a man of unusual wisdom and judgment, and knowing 
Wilder as I do, I took occasion to have a little chat with 
him and to put the question to him fairly and squarely. 

“Wilder,” I said, “what is it that you do or don’t do 
which makes you feel so at ease, and which enables you 
to move forward with the fine assurance of success which 
you always seem to have? You are unworried and 
always genial and confident that everything is all right. 
What’s the secret?” 

Wilder laughed and replied: 

“Well, I don’t mind telling vou, and you can tell as 
many others as you like, though the recipe is so simple 
and so logical that ‘He who runs may read.’ For my 
part, I don’t see why others cannot figure the matter out 
for themselves as well as I do. 

“T might say that I have three strands to my rope, and 
these three make a cable of great strength. It holds 
things just where they ought to be. 

“The first strand is this—extreme care as to how I 
assume obligations. I am more cautious on this than 
most people realize, for I do not propose to put myself 
where anyone can crowd me, because you can never tell 
what will come up. That is to say, I do not gamble with 
chance. If I embrace a business proposition, I take the 
worst possible viewpoint as to whether or not I will be 
ready when the obligations mature, and unless I can see 
my way clear to turn around without being squeezed 
should adverse conditions arise, I simply do not tie up 
with the deal at all. Better to pass an opportunity up, or 
we will say a possible chance to make money, than to 
take it for granted that the most hopeful view of the 
situation is likely to materialize and that I will be all 
right. 

“Mark my word, I either know where I will get the 
money or how I can raise it before I go into any trans- 
action. It is easy enough to buy, but my father used 
to say that ‘For the man who is unprepared, pay-day is 
a mighty stormy day!’ 

“T grant you that business men have to take certain 
business risks in their buying and selling, but I am as 
careful as is humanly possible to keep within the bounds 
of perfect recovery, so that IT am not in any danger of 
being spilled out by the rocking of the business boat. 


HERBERT 


“By doing this, | have earned a reputation for caution, 
and have been able to keep my credit good. Credit is 
one of my most important assets—and no more important 
to me than to any business man. I have seen many men 
assume obligations which there was but little chance of 
their meeting if a single point of their program did not 
work out. Then the unexpected was always happening, 
and notch by notch their credit would go down. 

“So we may call this first strand, ‘persistent wariness 
as to how | assume obligations, always remembering that 
the exception to my rule may prove my undoing.’ 

“The second strand I might call plain bluff. Many a 
time when my bank account has been very low and | 
knew that I was in no position to consider anything at 
the time, | have been approached and asked to take up 
with this or that deal. 

“Now | worked for a man once, who finding himself 
in this situation, would begin to growl like a bear with 
a sore head, and to talk about hard times, the tightness 
of money, and all that sort of thing. Anyone who could 
read between the lines at all, would know with his eves 
shut that this man was short of cash. 

“T have made it a rule to keep my business to myself, 
for I have never believed in wearing my heart, or my 
moods, or my financial condition on my sleeve. I knew 
that the minute it began to be whispered around—‘ Wilder 
is hard up,’ or ‘Wilder has every nickel in the world he 
has tied up, and is put to it for dollars to swing business 
with !’—at just that moment people would begin to get 
suspicious and to whisper. Rumor carries quickly and 
before one realizes it, a lot of damage is done. 

“So when I find myself the closest for cash, I say 
the least about it, or about business depression and hard 
times and all that sort of thing. I do not turn anyone 
down who has a reasonable proposition to present to me. 
If it is manifestly uninteresting or a fake, | make quick 
work of disposing of the one who presents it, but if it 
is a fairly good thing, say in substance, “That sounds 
good to me. Let’s go into the matter together.’ Now 
I know that I am not going to invest, for it would be 
unwise at the moment to take on anything else, vet I am 
justified in keeping this to myself. 

“T go over the proposition whatever it is, and nine 
chances out of ten I can begin to discover holes in the 
skimmer, or perfectly good reasons to give why this deal 
would not be good for me to take up with: The goods 
would not appeal to my clientele; the stock or service 
would be duplicated; the goods themselves are not suth 
ciently well known to warrant my getting behind them; 
there is lack of encouragement and co-operation in the 
sales plan as presented. 

“Now none of these flaws may be the one which | 
actually find, but I can find a reason not to do business 
when I want to, and I have vet to meet the proposition 
where there isn’t something to which you can object. | 
take pains to make this interview snappy, and I am 
always perfectly courteous to the one presenting it. 
I even promise to think it over and perhaps to take the 
matter up later. 

“T am not unfair to the other man, for I am putting 
my time against his and giving him a hearing. Some 
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You Say to Your Friends— 


‘Look me up” 


You meet your friends on the street, stop 
to chat a moment, and on parting you 
say, “look me up”. Your friends appre- 
ciate such an invitation, for it is proof 
that you are solicitous of their attention. 
If they think vou are a proper sort of per- 
son, they probably will “look you up” 
whenever they feel a need for your asso- 
ciation. 


The Jenkins advertising which is cir- 
culated right in your town is constantly 
soliciting the attention and interest of the 
It is a convincing appeal 
that Jenkins Valves are the best sort and 
users set out to try them. They don’t have 
to look far, for the same advertisements 
have told them that you, their supply deal- 
ers, are close by. You, as a Jenkins dealer, 
are sure to have a host of people “look you 


valve buyers. 


up” to obtain the valves that are a known 
standard of dependability and service. 


Jenkins advertising is appearing regu 
larly in the Saturday Evening Post, Lit- 
erary Digest, home owner magazines, 
and in more than 60 trade and technical 
publications. The combined circulation 
of these is over 3,500,000 copies. 


JENKINS BROS. 
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If you are particular about 
the wrenches you handle get Armstrong 


You realize how easy it is to sell supplies that are 
well known and for which there is a constant demand. 

Consider Armstrong Tools, which are known by most 
every manufacturer, superintendent, purchasing agent 
and mechanic, wherever tools are used. 

They have become standard equipment in many fac- 
tories, so that they sell themselves—you simply fill the 
order. 


There is real satisfaction and of course, some real 
profits, in selling standard goods that create their own 
demand and stay sold. 


Armstrong Tool Holders, Wrenches, Ratchet Drills, 
Dogs and Clamps belong to this class of tools. 


Send for our catalogue B-20 and full ine 
’ formation about our complete line of tools 


ARMSTRONG BROS. TOOL CO. 
*“‘The Tool Holder People”’ 
305 N. Francisco Ave., Chicago, U. S. A. 


If you want tool holders that sell themselves 
get the Armstrong Line 
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times a short interview shows me that I would not be 
interested under any circumstances, but if I would, and 
would like to take advantage of this opening, I can come 
back to it and do so later on, if I am actually sold on 
the worthwhileness of the plan. If the time is limited, 
and I haven’t the cash in hand, and I feel that I cannot 
afford to pass the matter up, I can usually make some 
plan whereby I can get in on the ground floor. 

‘But the point I wish to stress is this: Under no 
circumstances do I let anyone appreciate how close I am 
running to the margin of things. It is none of their 
business, and it is my business to see to it that my man- 
ner, words, and attitude generally bespeak prosperity. 
You, yourself fix the estimate people have of you and 
your business, and what is the use of crowding your 
own stock away down below par? 

“The third strand of the braid is careful buying and 

careful selling. By careful buying, I mean purchasing 
at the lowest market prices and getting all of the dis- 
counts and concessions to which prompt payment will 
entitle me. I am particular to buy only what I believe 
can be re-sold within a reasonable time, and which will 
give satisfaction and build up confidence. 
“By careful selling, I mean pushing that stock by 
every legitimate means so as to speed up the turn-over. 
I have never seen the day yet when I could sit down and 
depend upon business coming to me without any effort 
on my own part. I go after it in a variety of ways. 

“IT never consider goods sold until the money is col- 
lected, and that keeps me looking after my credit depart- 
ment pretty closely. The result of my business-promotion 
policy is, that I have earned a reputation for aggressive- 
ness. And by my close collection methods, I usually 
have the cash in hand to take advantage of the best 
possible prices, and so I in turn can offer better values 
many times than my slow-going competitor. Close buy- 
ing, aggressive sales methods, and systematic collections, 
make for profitable and brisk business. 

“These three braids of the strand will show you why 
I usually feel comfortable. I can look every man in the 
eve and can lie down at night and go to sleep without 
‘Old Man Worry’ sitting by my side and prodding me 
awake when I begin to settle down for a well-earned 
rest. As a result, my digestion is good, I awake feeling 
refreshed, and there is no reason why I cannot enjoy 
life for I know that everything is moving along, and 
that I have left nothing undone as far as I know, which 
ought to be done.” 

Wilder sat back in his chair and smiled pleasantly. 

“Tt’s a fine day,” he remarked, and I am going out 
after lunch to have a game of golf. 


I believe in giving 
myself an occasional pleasure. 


Most of the moneyed 
men in town, and especially the men of affairs who are 
up-and-coming, belong to the Country Club, and it pays 
to mix with them in a man-to-man fashion. I do not 
neglect business as you know, for I have things sys 
tematized so that the machinery moves on should I choose 
to concern myself with some other matter for a short 
time; but I get many a tip which would not come to me 
were I to sit with my nose on the grindstone all the time. 

“Like vou, I often regret that so many good’ men either 
fail in their 


business undertakings, or just pull along 
from month 


to month. To my way of thinking, it is 
unnecessary, and the courage needed to do the right thing 
is less than the courage needed to bear a hopeless load 
throughout a lifetime!” 

I went out of Wilder’s place of business thinking 
deeply, for as I looked around, I could not but recognize 


the truth of what he had said as applied to the perma- 
nent prosperity of every last man of us who is in the 
stream of business life. Then and there I resolved to 
use extreme care in assuming obligations. 
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PLANT DISPENSARY A BOON 


First Aid Administration at Alamo Iron W orks Appreciated at the 
Plant and in the Workers’ Homes 

That compensation for injuries sustained was at 
best but cold consolation, and that prompt attention 
and proper care could and should minimize serious 
developments, in cases of injuries to workers, was the 
contention of the Alamo Iron Works, San Antonio, 
Texas, where machinery and supplies for the mill, 
mine, power plant and contractor are manufactured. 


- 





J. H. HOLMGREEN 


For a long time the need for something better than 
the ordinary first aid packets had been felt, and the 
officials of the company decided to establish a real 
dispensary with suitable equipment. As soon as this 
was done a board of directors composed of employes 
of the office and shops was elected which in turn 
placed Miss Shelby Green, a 
charge of the dispensary. 

In as large a plant as that of the Alamo Iron Works, 
minor injuries are continually occurring, and the dis- 
pensary has proved a boon, the last monthly report 
showing that 231 minor cases were treated. But the 
dispensary has gone farther than this. The men 
decided that it would be a good thing for the nurse 
to make calls to the homes when there arose a 
which she could properly take care of. 


registered nurse, in 


case 


The last report 


shows that Miss Green made 25 such calls in one 
month. 
The workers contribute a small sum each month 


for the dispensary and the company also contributes 
so that there is usually a tidy sum in the treasury at 
the end of each month. Under the supervision of the 
board of directors this sum is expended along benevo- 
lent and charitable lines. 

In no small measure is the credit for the many inno- 
vations which make the Alamo Iron Works “the best 
place to work in San Antonio” due to its president, 
|. H. Holmgreen. It is generally conceded that if the 
"Alamo Iron Works was not enjoying the benefits of 
industrial democracy it would certainly be enjoying 
these benefits under a beneficent autocracy. 























The practical experience of hundreds 
of our customers has established their 
belief in the Johnson Clutch Drive as 
the ultimate method of power trans- 
mission, 

It replaces the countershaft, with its 
old-fashioned tight and loose pulleys, 
and its troublesome overhead belting. 

It avoids the expense of individual 
motors, and the waste of current they 
involve. 

It substitutes reliable clutch control 

economical in first cost, efficient in 
operation, durable under all kinds of 
service. 





Friction Control Means 
Better Machinery 


We specialize in friction clutches 
alone and can supply the right clutch 
for any drive. Hundreds of stand- 
ard sizes in stock to fit all shaft 
and pulley dimensions. 


THE CARLYLE J 
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THE JOHNSON FRICTION CLUTCH 


Install a Johnson Lineshaft Drive 





“We are still using Johnson 
Clutches with very good success 
and have had them installed in 
ur Nut Tapping Department 
for about ten years and at least 
half of that time they have been 
running night and day. W'< 
are also very greatly pleased 
with their operation in direct 
drives from lineshafts to lathes 





and other machines in’ ow , re 

Machine Shop Departments.” It sa 

THE NATIONAL SCREW & e . 

TACK CO., Cleveland, Ohio. © | Johnson Lineshaft 











An installation made ten years ago 
on Lodge & Shipley Lathes. Still in 
perfect condition. 





Write for our stock list 
and catalog “DR” 


ACHINE CO. MANcHEsTER Conn. 
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Philadelphia Office and Warehouse 
439 Arch St. 


Mill Specialties Co. 


A Complete Selling Organization 
With Offices in 


Philadelphia, New York, Boston and 
Westfield, Mass. 


Wishes to Represent 


two more manufacturers in eastern Pennsylvania, New 
Jersey, New York and New England States. 


We aim to increase your sales and keep you in constant 
touch with this territory. 


Our salesmen enjoy the good will of the mill supply 
dealers and consumers. They are all ““A-1"’ specialty 
men. 


We now represent six manufacturers and will add only 
two more lines. 





For full details address 
Philadelphia, Pa., or Westfield, Mass. 
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“Just as soon as conditions get a little better you 
can look for some good orders from my field.” Vhat 
is the way one salesman puts it. Another says, “I 
couldn’t interest the trade on this trip, but just as 
soon as things pick up a little more, there’s going to 
be some nice business out that way.” 

There has been a lot of this kind of talk among 
salesmen during the past year. | good many men 
ordinarily considered first class salesmen have fallen 
into the attitude of waiting for business to pick up, 
and in the meantime being satisfied with what crumbs 
were tossed their way. 

For the salesman who is nothing but a waiter there 
will be plenty of waiting, because even when business 
is coming back he will not realize it He will not shake 
off that waiting habit as easily as he took it on. 

There are some salesmen who have not degenerated 
into waiters, and they are the men who have been 
getting the most business right along, getting some 
of the business the other fellows might have had if 
they had been willing to fight for it. 

Salesmen who have possessed that courage that 
admits of no failure and knows no discouragement, 
have gone marching right along, taking business 
wherever they found it and digging it up where they 
did not find it without digging. And they have done 
more than that; they have created business in some 
instances. 

Any salesman who will try can make business bet- 
ter. By that | mean that he can make business better 
in a general way, and of course that means that he 
will make business better for himself. 

3usiness is coming back up the hill; conditions arc 
steadily improving; orders are -gradually getting 
larger and more plentiful. But there is still lots of 
room for improvement and every salesman ought to 
take upon himself the responsibility for helping along 
improvement. 

What are you going to do to help? Merely solicit 
ing orders is not all of it. That is the means of 
helping yourself to business, but you don’t want to 
stop with the personal end of it, you should influence 
others to help. 

We have had a good deal of advice about the 
importance of being optimistic, of ignoring the fact 
that business slumped. There has been a sort of effort 
to maintain that “Business as usual” attitude that 
could not be put across even in war time. 

It seems to me that trying to cure a bad business 
situation by ignoring it is too much like trying to cure 
small pox by ignoring it. The business situation for 
a year has been bad. Everybody has known it. 
Instead of a passive ignoring of the condition, it has 
needed and still needs active effort to cure it. 
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Making Business Better 


By Frank Farrington 


AU Rights Reserved 





\nd that brings us to the question: “What have 
you done, what are you doing to make business 
better?” zi 

How much help is there in waiting for business to 
right itself, to get itself straightened up and go on? 
Isn't that like letting George do it? There is work 
to be done, effort to be made, to get trade back to 
normal. It is every man’s part to do all he can to 
help. It is not helping to wait, to jog along, taking 
things as they are, hoping that there will pretty soon 
be a big improvement or a sudden gain. 

Business does not just automatically improve itself. 
If it improves it is because individuals become more 
active. Business is not a great spirit that moves at its 
will, goes and comes as its inclinations dictate. I¢ is 
a condition that is due to the actions of the units that 
do business. Business is what people make it. By 
virtue of an upheaval brought about by war, business 
reached a low ebb, but it was the action of individuals 
that brought it so low. The same individuals, you and 
I and all the rest of the people, can boost business 
back up again, but we can’t do it if a considerable 
proportion of the people who dropped it down, sit 
back and wait for the rest to push it back up 

It is harder work to push business back up thar. it 
was to drag it down. It takes more help from more 
people. What I want to know is whether you are one 
of the ones helping to get business back up the hil! or 
one of those merely waiting until it gets back. 

There is a good deal in what has been siid about 
the psychological phase of the situation. If everyone 
does say that business is poor, it is certain that busi 
ness will decline. If, while business is still below par, 
we continue to go around with long faces, bemoaning 
the fact that there is not much doing yet. nobody is 
so dumb as to think that attitude does not have a 
depressing effect. On the other hand, it ts just as 
obvious that a smiling countenance and an expressed 
belief that we have turned the corner and that busi 
ness is getting better every day, will certainly have 
a good effect. 

It is time to stop talking about business conditions 
and go after business. When you call on a buyer, 
don’t ask him how business is. Don’t even tell him 
that business is better unless he pins you down to 
conversation on the topic. Pass up this business 
condition talk and talk business. 

Study your trade and study the conditions in your 
field so you can estimate the opportunitics that are 
offering there. Show your prospects where there is 
business awaiting them. Help them to open up new 
fields. 

Where you find a dealer in mill supplies or a user 
of them waiting for business to come back, see if you 
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NEW WHITE STAR AUTOMATIC 


TRIPLE ACTING NON-RETURN 


REGULATING BOILER CHECK 
VALVE | 


Safeguards Lives—Protects Property 
eowELy The value of the POWELL TRIPLE-ACTING NON-RE- 
PAT 


TURN Valve cannot be over-estimated as an invaluable 


feature is the prevention of danger to workmen about the 
plant. 
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Cast Iron Body and Yoke for Standard Steam pressures up 
to 250 pounds. 


Cast Steel for Superheated Steam. 


Please your customers by handling 


POWELL VALVES AND SPECIALTIES 


— THE WM. POWELL CO. 


Write for circular CINCINNATI, OHIO 





























FIFTY-TWO YEARS of sincere effort to furnish 


the highest quality of material and service to 
the mill supply house 


FIDELITY 8 MILLS 
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CLEANING AND POLISHING TEXTILES 


Journal Box Packing Prepared Wool and Grease 


THE J. MILTON HAGY WASTE WORKS — Philadelphia 
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little of it. How much more must everyone go after 
business when times are subnormal ? 

Salesmanship at times has been for you a mee 
calling and telling the buyer what you had to sell. 
Just now it is a matter of telling him what you scll 
and then showing him how he needs that particuler 
line or thing. Show him how a purchase will save 
him money, will enable him to get more business, 
operate more economically. Consider well how your 
goods are especially useful to the purchaser under 
existing conditions. 

If there are salesmen who choose to sleep on for 
a while longer, you are the one who may profit by 
their snoozing and get the business before they wake 
up. Don’t be one of the sleepers or you will finally 
awaken to an unpleasant surprise. 

You will always be able to find enough sensationai 
newspapers that will play up the unemployment or 
the strike situation. If you read enough of that sort 
of thing you will find it mighty hard to keep your 
optimism up to what it ought to be. I suggest that 
instead of reading the editorial pulings of the pessi- 
mistic pussyfoot, you read something about salesman- 
ship, something about business methods, something 
about industrial opportunity. 

Make this a time for growing mentality into a 
bigger man. Don’t be a narrow minded salesman, 
thinking in a rut, considering only the one thing, 
“Can I sell this?” View your business in a big way 
and look for opportunities to reach out farther for 
business. 

The narrow minded, self-satisfied salesman 
along month after month, calling upon the same trade 
selling what he can to the same men, seeing a new 
prospect only when a name is given him by the house 
The broader minded salesman always has his eyes 
and ears open for news of anyone who is not a cus 
tomer of his but who might possibly be made into a 
customer, 


LOeCS 


It is possible that while some of your regular cus- 
tomers are waiting for business to pick up, you may 
find some rank outsider ready to butt right into the 
field with action, and such men are getting in position 
here and there to surprise some of the sleepers. When 
business finally booms there are going to be a lot of 
surprises for the sleep walkers who have been think- 
ing it would be time enough to act when normal times 
returned. 

Times may have changed and business conditions 
may have been reversed and counter-reversed, but it 
is still true that the early bird catches the worm, and 
1f you want to be well fed, you will make your plans 
to be one of the early birds. You know there are 
always a good many business men who find it hard 
picking in the best of times. There were even fail- 


ures during the war period when nobody could get 


enough of any product. 

The man who is waiting for times to improve fur- 
ther before he acts, is judging the situation by what 
somebody else is saying or doing. He may be deceived 
You think business is poor because somebody tells 
you it is. Somebody refuses to buy, claiming condi- 
tions are bad. Don’t count too much and too long 


PMLL GUPPLIES 
can get into his head the same idea I want you to 
absorb, that business is to be had by going after it 
and helping make it better, not by waiting. 

We all know that the man who, in normal times, 
just waits for business to come to him gets mighty 








on what somebody says. Business is coming back, but 
you still hear some men say conditions are bad. You 
will be able to find those who will talk that way under 
the best of conditions. Be one of those to listen to 
the good news and to spread it. Let the other fellows 
make their plans on a basis of what the somebodys 
say. 

You can make times better by selling more mill 
supplies. Urge upon your trade the importance of 
getting ready for increased business before it begins. 
To wait until the demand is right at hand is to fail 
to profit by the first of it. To wait means to have 4 
competitor step in and take care of the early demand, 
and as a result, to much of the 
demand, 

Show buyers the importance of being ready with 
100 percent stock and equipment, fot merely with 70 
percent. Get them interested in being ready. When 
you do that you get them started. You get them 
interested in boosting instead of merely 
Waiting. 


get subsequent 


business 


tor 


HASN'T MISSED AN ISSUE 
Charles C. McCarthy, Mill Supply Dealer, Syracuse, N. Y., Renews 
His Subscription for the Eleventh Time 

About ten years ago, Charles C. McCarthy, a mill 
supply dealer in Syracuse, N. Y., heard that there 
was going to be published a trade journal devoted to 
the interests of the jobbers and manufacturers of mill, 
steam, mine and machinery supplies. 

He hurried to send in his check for a year’s sub 
scription. There were only three other checks that 




















MILL SUPPLIES’ FOURTH PAID SUBSCRIBER 


beat his in to the office of Mitt Suppiies, and they 
got there ahead of his only because they didn’t have 
as far to travel. As a result, Mr. McCarthy was 
recorded as the fourth paid subscriber to MILL Sup- 
PLIES, a distinction he has been duly proud of. Each 
year since then he has renewed his subscription 
promptly. 

This year, however, his customary check failed to 
put in its appearance, and it was only after an inquiry 
had been made as to the state of his health that we 
learned the reason for its tardiness. 

Mr. McCarthy, it seems, in addition to being a mill 
supply dealer, is somewhat of a sportsman. Finding 
himself way behind on his fishing this fall, he just took 
a few weeks off to land some of the scaly beauties. 
The snow is beginning to fly now in his territory, but 
before going out after the bunnies he made sure of 
not missing an issue of his favorite trade journal by 
sending in his subscription for the next two years. 
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4 “To Get the Right Start—Equip with EDARP” gg | “Chicago Rawhide’”’ 
& Get the Lace Leather and Cut Lacing 


m-MEDART, es 

















Made 
from the 
best green 
salted Packer 
Hides. Strictly 


RAWHIDE Leath- 

er for Belt Lacing purposes. 
By all means sell a high grade Belt Lacing because 
there is nothing so costly in power transmission as 
poor belt lacings. We know from experience that a 
dealer who will carry a stock of cur “Chicago Raw- 
hide Selected’? Mechanical Belt Lacing will double his 


sales in this line in one year. 


“CHICAGO RAWHIDE” Lace Leather and Cut Lac- 


@ You can always get them from stock, and for a ing will give double the service of the ordinary chemi- 
fair price, at ‘Medart’s. cal rawhide or surface tanned leather. 
MR. SUPPLY DEALER 
1We've been engaged In the Pulley business for 40 years, and we know OUR PRODUCTS 
a great deal more about making good pulleys than many other concerns. 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—'phone them—they'll go off our 
warehouse racks and on the cars in a jiffy. 


TOUR POLICY in buliding Wood Split Pulleys Is: Cheapness Is tnclude “‘Krome” and Indian Tanned Jace Leather and Cut 
suicidal; products must be the best In their class. We wouldn’t think 
of running the silghtest risk of Impalring the value of our most 
valued asset—our Good W 


GET the ‘“‘MEDART”’ WOOD SPLIT PULLEY from STOCK! 
Medart Patent Pulley Company 


Main Office and Works: St. Louis, Mo. ; 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 


Lacing—Rawhide and “Krome” Fiat Beltings, also Round 
and Twisted Belting—Rawhide Hammers and Mallete— 
nage Packings, Cups and U Leathers—Leather Special- 
ties, etc. 


If made of leather for hanical purposes, we make it. 





Write for Dealers Terms 
(37) The Chicago Rawhide Mfg. Co. 
=D 1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CO., 
127 Broad Street, Boston 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 























The Steel Age Demands 
Steel Shaft Hangers 


Not because cast iron hangers are obsolete for they 
never will be. They are the foundation of a stock of 
transmission supplies. 


But steel hangers, on account of their light weight, are 
particularly adapted and preferred by many factory 
superintendents for certain installations. 


The Bond Lytestrong Steel Hanger shown at the right, 


meets the most exacting requirements of a shaft hanger. 


It is as strong as cast iron and the removable yoke makes 
it easy to install the shafting. Ask for prices and dealers’ 
discounts. 





FOUNDRY AND MACHINE CO. ps) nr" 


S) ee lealer. 
~) 
(<) a 
MANHEIM, PENNSYLVANIA Soup. 
QUALITY 





MANUFACTURERS OF A’ FULL LINE OF POWER TRANSMISSION EQUIPMENT—SOLD THROUGH SUPPLY DEALERS 
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Machine Tool Builders and Dealers Hold Meet 


Annual Meeting in New York Largely Attended by Manufacturers 
and Dealers, Who Miscuss Questions Affecting Their Business 


The 20th annual meeting of the National Machine 
‘Tool Builders’ \ssociation, held at the Hotel Astor, 
New York City, October 18, 19 and 20, in spite of 
the present industrial situation, had an attendance 
larger than any in its history. The meeting was 
opened Tuesday morning with the announcement of 
the convention committees by President \ugust H. 
Tuechter, president, Cincinnati Bickford Tool Co., 
Cincinnati. 

First in order on the program was the president’s 
report. He told of the hard times through which the 
industry is passing, and said that the depression was 
the worst since 1893, and in proportion to the capacity 
of the plants was the worst ever experienced. Extracts 
from the addresses of the various presidents of the 
association from 1904 until 1920 were read, and the 
tenor of the remarks made by each, the rise and fall 
of the business cycle curve of the machine-tool indus- 
try, were traced through. This section of the report 
was wound up with the plea for better cooperation 
on the part of the members in supplying the produc 
tic ud other statistics needed by the general man- 
ager to prepare the barometric charts 
industrial trends. 


showing 


The value of machine tool figures to other indus 


tries was pointed out inasmuch as a falling off of 


orders for machine tools had practically always 
indicated an industrial depression. As a consequence, 
complete machine-tool figures would form an excel- 
lent barometer to indicate coming downward move 
ments in the general business curve 

Reference was made to the report of the Federated 
\merican I[i¢ngineering Societies’ Committee 9 on 
“Elimination of Waste in Industry,” and the part 
played by the association and some of the members 
in securing some of the necessary data for the report 
was told of. \ttention was called to the fact that the 
committee found a high percentage of waste charge 
able to inefficiencies of management and the members 
were urged to give close attention to their own affairs 
to remedy this situation if they found it existing in 
their own plants. 

The question of standardization of machine-tool 
parts was discussed and an account of the activities 
of the standards committee was given. For several 
reasons, notable among which was the desire of the 
machine-tool section of the American Society of 
Mechanical Engineers for cooperation, this committe: 
had held in abeyance most of its plans until the 
engineers were ready to go ahead. A general com- 
mittee on standardization and special committees to 
act for the various groups was recommended. 

President Tuechter concluded his address with a 
few remarks about the probable future of the 
machine-tool industry, and touched on the problem 
of its vastly increased capacity, the number of second 
hand tools on the market, and the desirability of a 
better knowledge of which to ' 
selling prices. 

Winslow S. Blanchard, president of the Blanchard 
Machine Co., Cambridge, Mass., presented an abstract 
of the treasurer’s report. 


costs on base fair 


report by E. F. DuBrul, who gave it as his opinion 
that the association had been a great power in the 
past for the stimulation of good fellowship and confi- 

Next in order of business was the general manager's 
dence among the members and that its activities along 
these lines should be maintained. 

‘There many legitimate activities of trade 
associations which have hardly been touched upon,” 
declared Mr. DeBrul, “and they should be given 
attention if the association is to serve its full pur 
pose. The trade association is strictly a business 
proposition,” he continued, “and properly conducted 
can be made to pay well for the time and effort put 
into it by the various members.” He then went on to 
say that matters are now in such a serious condition 
that this is no time to putter around, and that the 
hardest kind of thinking along economic lines is 
necessary if the machine-tool manufacturers are to 
get over their present troubles. His report was con- 
cluded with the suggestions that a subject worthy of 
studying was the relative value of cheap and expen 
sive machines as indicating trends. The few figures 
in the possession of the association, he said, indicated 
that small tool sales dropped off after those of larger 
tools, and picked up sooner on the other side of the 
curve, so that large tool sales could be used as an 
indicator of depression and small tools sales for 
evidence of revival. 

\ddresses and discussions occupied the program of 
the afternoon session of the first day. Hon. Charles 
IL. Underhill, congressman from Massachusetts, spoke 
in favor of a sales tax. He said that the excess profits 
tax has been found to be a failure both in England 
and in the United States, including reference to the 
amount of effort required by business concerns to 
make out proper tax returns. 

The program of \Wednesday was devoted to com- 
mittee meetings and to group meetings for manufac 
turers of different types of machine tools. 

\n executive session opened Thursday morning's 
program. .\ddresses were made by W. H. Ralstall, 
chief of the Industrial Machinery Division, United 
States Department of Commerce, his subject being, 
“The Orient as a Machine Tool Market;” H. L. 
lather, treasurer of Flather & Co., Inc., who dis 
cussed the possibility of utilizing machine-tool plants 
during slack times; and Perey M. Brotherhood, vice 
president of Manning, Maxwell & Moore, Inc., New 
York, who talked on the possibilities of reduction in 
the cost of machine tools in 1922. 

The afternoon session was opened by J]. E. Andress, 
secretary of the Barnes Drill Co., who discussed the 
subject of granting long-term credit with proper 
guarantees or insuranme in foreign trade. J. H. Drury, 
treasurer of the Union Twist Drill Co., who has just 
recently returned from [:urope, told of conditions 
there as related to the machine tool industry. 

It was decided to hold the spring convention at 
Atlantic City. 

The following officers were elected: President, 
\ugust H. Teuchter, president, Cincinnati Bickford 
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(Continued on page 57) 
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Victor Balata & Textile Belting Company 


38 Murray Street, New York, N. Y. 


Main Sales Office: 
167 N. Market St. Chicago 


We manufacture all our products 
from the raw cotton to the finished 
belt. We spin our own yarn and 


weave our own duck, enabling us to 
furnish high quality belting with uni- 
formity throughout. 


Manufacturers of ““V-B" (Victor Balata) Belting and Canvas 
Stitched Belting, for transmission, elevating and conveying— 


also Tractor and Endless Thresher Belts. 


A few desirable territories still open—Write. 


Factories: Easton, Pa. 


We carry large and complete stocks 
for immediate shipment at our fac- 


tory, branch stores, warehouses and 
distributing agents, and in all mar- 
kets, 

















come in the near future. 


Have you a 


PICKERING GOVERNORS 


are a good line to handle, because of recognized merits, pop- 
ularity with Engineers, universally and reliability in service. 
They have been marketed locally and abroad for the past 
sixty years and are daily adding to their prestige. 


If you are not acquainted with our latest prices or name of 
nearest Jobber carrying a stock, we suggest you write for full 
details, and thus prepare now for the business that is bound to 


latest Catalog on file? 


The Pickering Governor Co., 


copy of our 


Portland, Conn. 





Class A Governor 
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HOOVER 
High Carbon Chrome-Alloy Steel Balls 


The demand for better quality at less cost has found a ready response among 
jobbers, who have demonstrated to their trade that true ecenomy exists not in a 


lower first cost, but in the service that a really good part gives. 


HOOVER Chrome-Alloy Steel Balls are practically 


the unanimous choice of jobbers throughout the 
country today. Inferior balls, as formerly sold, 
develop serious difficulties after placed in use, to 


the detriment of other business these 
cured trom their dealers, secause 
manufacturers use HOOVER Steel Balls in the 
original building of their products, jobbers have 
found it profitable to standardize them as replace- 
ments. 


jobbers se- 
nearly all the 


Our jobbers’ proposition has 
Details will be sent 


HOOVER STEEL BALL 


Chicago 
Philadelphia 
Cleveland 
Chattanooga 
THE WORLD'S LARGEST 
STEEL BRONZE 
BRASS 
HOLLOW 


ALUMINUM 


There 
product that 
Steel Balls. 
or tractor 
his vehicle 
the 
tomer 


reflects 
The final 
owner 
improved 
repairman 


quality do 
consumer—the car, 
finds the performance 
through ideal bearing 
finds a more responsive 
because he has furnished the 
could; the jobber does an increased 
the other things he sells, due to the 
furnishes in so small—yet very 
as a steel ball. 


as 


ice; 


quality 


points of real interest for you. 
promptly upon request. 


CO., Ann Arbor, Michigan 


180 N. Market st. 
259 Middle City Bldg. 
3124 Edgehill Road 
Sanford Bros. 


PLANT MANUFACTURING 
MONEL METAL 


BELL METAL 
BALLS 
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is a far-reaching effect in merchandising : 
HOOVER 
truck 
serv- 
cus- 
best part he 
business in 


Important—a part 
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“WILLIAMSPO 


WITH THEIR PATENTED TELFAX TAPE MARKER 


Reveals to you the Greatest Advancemen 
of all times in the making of Wire Rop¢ 


—and settles forever today’s greatest problem in the wire rope & 4; 
industry, by making it possible for anyone to identify the 
various grades of Williamsport wire rope without an exhaustive 

and expensive laboratory test. 


Beginning November, 1921, every inch of Williamsport Wire Rope 
contains a distinguishing Telfax Patented Tape Marker, built right 
through the core of the hemp center, indicating clearly, by distinctive 
design and color, the various grades of wire rope. 


No greater achievement has been accomplished since the beginning 
of wire rope manufacture. It takes from the industry, as far as ees 
Williamsport is concerned, all mystery, all uncertainty, all doubt. VY, This 


* 
/ Telfax 
It enables the purchaser to buy with the assurance that their Y/ — 
J ape 


S & 
Pai = / / @ 

receiving department can tell exactly what has been received, and the / o we 
superintendent, directly responsible for the lives of his workmen and \~4 is Your 
the efficiency of his equipment, can now see instantly, for himself, ver Protection 


that he has received exactly what he has asked for. 


Thus Williamsport stands alone in giving to the dealer and user a protection of vital, far reaching 
importance. And it places upon us a greater responsibility to exercise even greater diligence in keeping 
the quality worthy of the name it bears. 


Never again will you need to feel concerned about the grade of wire rope you get, if you specify 
and insist upon getting WILLIAMSF- ‘RT, Telfax Tape Marked, for substitution cannot take place with 
Williamsport Wire Rope so marked, no matter 


—How many hands it passes through en route. 
—How many times it changes reels. 

—How careless the warehouseman may be. 

— How tricky the seller may be. 


If you want to be certain of getting the grade of wire rope you buy—specify “Williamsport”. 
Send today for your Telfax color chart and other literature on this Modern Wire Rope. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works General Sales Office: Peoples Gas Bidg 








Williamsport, Pa. “9cepted as the best’’ Chicago, illinois. 4p 
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10. (ker that absolutely prevents Substitution 


THEGRAND CANADA. FOREIGN PATENTS PENDING 











OU have been GUESSING on the 


grade of wire rope you have 
received ever since Wire Rope has been 
made. Now is the time to STOP IT. 
Specify WILLIAMSPORT with these 
Telfax Tape Markers in them — they 
will absolutely safeguard your purchase. 
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Patented U. S. A. and CANADA 
WILLIAMSPORT IMPROVEDPLOWSTEEL 
Foreign Patents Pending 


Patented U. 8S. A. and CANADA 
WILLIAMSPORT PLOW STEEL 


































Patented U. S A and CANADA 
WILLIAMSPORT ‘SR cca STEEL 
Patented U. S. A, and CANADA 
WILLIAMSPORT Mito STEELELEVATOR 
Foreign Patents Pending 
Patented U. 8. A. and CANADA 
WILLIAMSPORT IRON 
Foreign Patents Pending 
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Write today for your Telfax Color chart and an interesting booklet on Modern Wire Rope 


Williamsport Wire Rope Company 


GENERAL SALES OFFICES 


PEOPLES GAS BUILDING 
PLANT CHICAGO WAREHOUSES IN ALL 


WILLIAMSPORT CONVENIENT LOCATIONS IN 


PENNSYLVANIA AMERICA 
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(Continued from page 51) 

Tool Co.; first vice-president, E. J. Kearney, presi- 
dent Kearney and Trecker Corporation; second vice- 
president, C. Wood Walter, vice-president and 
secretary, Cincinnati Milling Machine Co.; treasurer, 
H. W. Dunbar, sales manager, the Norton Company. 
Ernest F. DuBrul will continue as general manager 
of the association. 

The meeting of the Machine Tool Section of the 
National Supply & Machinery Dealers’ Association 
which was held at the Hotel Astor, October 19, in 
connection with the meeting of the National Machine 
Tool Builders’ Association was well attended and the 
problems presented were carefully considered and 
thoroughly discussed. 

The opening address was made by its chairman, L. 
H. Swind, president, Swind Machinery Co., Phila 
delphia, who struck the keynote, “How to sell 
machine tools during periods of depression.” Fis 
address, in part, follows: 

“\WWhen considering the prevailing depression that 
overhangs the machine-tool industry coupled with the 
attendant expense of travel, in coming here today, the 
officers of this newly established section feel much 
encouraged to realize that these conditions do not 
impair the determined effort those present to 
render their valuable service in the furtherance of out 
collective wellfare. 


of 


Pur 
chases are restricted to a point where the item of 
profit has entirely disappeared. Practically every com 
modity has been substantially reduced with freight 
rates at their peak. Until proper relation 
transporiation, and commodity 
effectedg there is little chance for a return 
business conditions. 

“In this address, I have endeavored to touch on our 
immediate rather than to make a resume of 
past events, in the thought that it is best to do that 
which must be done, do that which ought to be done, 
then do those things which we would like to do. 


“The desire for wise counsel is most apparent. 


between 
values 


1S 


prices 


to normal 


needs, 


“Our daily expenses must be carefully scrutinized 
particularly those relating to selling and operation. 
Intensive application on the part of the salesman 
coupled with an accurate repert of his daily activities 
will lead to better selling costs. This not 
aid his company but himself as well. 

“One of the most encouraging and additional oppo 
tunities for selling forces is represented in the many 


will only 


new types of machine developments by our manufac- 
turers during this dull period. This requires a great 
deal of missionary work considerable educational 
value to the trade and there is no more opportune 
time than the present to do this effectively. 

“A ‘heart to heart’ talk with the operating forces 
placing before them a true analysis as to what con 
fronts business today, will undoubtedly be helpful in 
bringing about a spirit of friendly cooperation. |] 
might further add that war-bred salesmen must yet 
learn the true definition of ‘work’ as lucidly described 
in most dictionaries.” 

W. A. Viall, president of Brown & Sharpe Mfg. 
Co., Providence, addressed the members giving them 
interesting and valuable information concerning 
economic conditions in the machine tool business both 
with respect to the past and the present, discussing 
in a general way some of the possibilities which the 
future may hold for the machine tool business. 


ot 


August H. Tuechter, president of the Cincinnati 
3ickford Tool Co., Cincinnati, and president of the 
National Machine Tool Builders’ Association, 
addressed the meeting sounding a keynote of a high 
standard of business methods on the part of every 
interest in the business in order that satisfactory 
relations might be continued between builder and 
machine-tool dealer encouraging the satisfactory con- 
duct of business with the ultimate consumer. 

Mr. Tuechter referred to the fact that such satis- 
factory, high grade relations had existed between the 
builders and many dealers for a long period of years 
and that it would be a splendid thing if everything 
possible were done to aid in the continuance of such 
frank and open conditions. He expressed a thorough 
willingness and desire that there should be close 
cooperative relations between the National Machine 
Tool Builders’ .\ssociation and the newly organized 
Machine Tool Section of 

BE. J. Kearney & Trecker 
Corporation, Milwaukee, and first vice-president of the 
National Machine Tool Bulders’ Association, spoke of 
whether or not the machine-tool industry was justified 
in 


this association. 


Kearney . president of 


making concessions to educational institutions 
supported by taxation. He outlined the history ot 
the interest in the development of instruction in 


machine-tool operation in educational institutions, but 
said that with the growth of industrialism and the 
use of machine-tools in so many cities, he felt that it 
was no longer necessary or even advisable to encour- 
age the use of machinery by making special conces- 
sions to educational institutions. 

Mr. in 


stated that 


Kearney mining districts, it 
would not be considered necessary to teach young 
men how to use a pick and shovel because if they 


would learn all 
they needed to know concerning the use of a pick and 
shovel after they had entered the mine, and while 
instruction in the use of machine-tools was of interest, 
he did not feel that it to continue the 
practice of making special concessions. 

Percy M. Brotherhood, 


were going to the coal mines they 


Was necessary 


vice-president of Manning, 
Maxwell & Moore, Inc., New York, by request, dis- 
the subject of the the dealers’ 
resources which should be kept liquid in order to con- 


cussed percentage of 
structively finance sales promotion during periods of 


low tide business. of 


The difficulty any horizontal 
solution of this question was admitted and Mr. 
Brotherhood stated that obviously it was to the 


advantage of the dealer to have the greatest possible 
portion of his resources liquid so that full advantage 
could be taken of any opportunity to encourage busi- 
ness at this time. Other members of the association 
following Mr. Brotherhood said that they were in full 
harmony with the builders whom they represented 
and that they were keeping their affairs in liquid 
shape so that if business were delayed through finan- 
cial reasons, everything possible could to 
encourage and assist prospective buyers. 


be done 

A discussion was next held with regard to the tax 
problems of the machine-tool dealer, reference being 
made to the compilation of information issued by the 
association concerning the average federal tax pay- 
ments the dealer. It was made clear that the 
machine-tool dealer had paid a larger percentage of 
his net profits as taxes than other industries and that 
this constituted discrimination and the 


ot 


warranted 
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Complete outfit, including the air supply furnished—and 
they’re not costly either. 


The Importance of the Finish 
of Manufactured Articles 


Manufacturers of metal pill and powder boxes find the 
sand blast finish even and uniform from day to day—no 
rough spots alternating with smooth spots—and you can’t 
overdo the work either—a boy or girl does the work— 
no expert required—a smooth, silky, uniform effect or 
a rough, frosty uniform effect at will—samples of this 
work may be procured on request—any article whether 
of metal, glass, celluloid, rubber, wood or other material, 
may employ this finish. 


No Dangerous Acids Used 











You simply hold the work under the nozzle by hand 
and in a second or two it’s finished. 


LEIMAN BROS. 


CONTINUOUS FEED 


SAND BLAST 


Complete with Air Supply 
LEIMAN BROS. 


81 Walker St., New York 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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VACUUM 


No matter what kind of work you have to do with a 
blower or vacuum pump you want it to be noiseless— 
don't you? 


How can a machine be noiseless unless it’s built with 


LEMAN BI OWERS 
VACUUM 2s 


BROS. 
are made in this way—They're made a little bit more 
carefully than it would seem necessary—a little more old 
fashioned care is taken in producing them than seems 
necessary—we know it’s better in the long run because 
we have been making good machinery for 35 years. 


The pump that takes up its own wear 
—IlIf the machine you now have does not satisfy you we offer 
ours—and we do it confidently—for Air, Gas, Gasoline, | oz. to 
10 Ibs. 1 to 20 inches vacuum. 


—Thousands are operating automatic machines—They re tucked 
away out of sight. But they're there—the heart of the automatic. 


CATALOG O-B 


LIEMAN BROS. 81 | WALKER ST. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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dealer in applying for relief under the sections of the 
revenue bill. 

The committee on cancellations and _ contracts 
-reported that Carl F. Dietz, formerly of the Norton 
Co., had gone to the Bridgeport Brass Co., and that, 
therefore, he could no longer act as chairman of the 
machine tool builders’ committee. 

August H. Tuechter and Ernest F. DuBrul of the 
National Machine Tool Builders’ Association stated, 
however, that the new committee would be appointed 
as soon as possible after this Fall meeting, and would 
immediately become operative with a view to stan- 
dardizing trade practices on the subject of cancella- 
tion and contract. The machine tool committee of this 
association was. continued. 

The meeting next discussed the subject of the man- 
ner in which information could be presented in the 
trade papers with a view to keeping the buyers better 
informed as to current and prospective price levels in 
order to present more accurate information for their 
consideration. This subject was discussed at length 
in the belief that much could be accomplished if the 
buyers were better informed, and would therefore be 
able to reach a favorable conclusion easier than if 
there were no information given by the builders 
concerning the need for the existing price levels. 


The next subject discussed was the extent to which 
dealer or builder should give protection against price 
decline and it was the conclusion of those present 
that the builder could merely extend the same protec- 
tion as was given by the builders for whom they were 
agents and that, obviously, nothing further could be 
considered by the dealer operating under a small 
commission on sales. 

The next subject discussed was that of the amount 
of surplus tools on the market and the effect these 
tools would have on the price and demand for new 
tools. It was stated that machine-tool dealers should 
exercise all the care they could in presenting the mer- 
its of the improvements which have been made by 
manufacturers during this period of low tide business 
so that manufacturers interested in=low cost produc- 
tion should have an opportunity of purchasing these 
improved tools rather than tools which were made 
during the war period and which did not include such 
new features. It was stated that American machine- 
tools had been brought back from abroad and were 
being sold both to dealers and users at about half 
of the cost price. It was reported also that disposition 
of some tools had been made by the government on 
a scrap basis and that these tools were in a large 
measure removed from the market. 


New Drill Steel Pad 


Cleveland Company's Drill Establishing Production Records 


The importance of twist drills in the industrial life 
of this country is well realized by every worker in 
metal using a drill, and considering size and cost, 
rank high in the economic production side of our 
machine shops and factories. America leads the world 
in labor-saving machines and tools, and improvements 
in steels to make these tools—whether a new heat 
treatment or the introduction of new alloys or com- 
binations of other steels—is of great interest to both 
manufacturers and distributors. The Cleveland 
Twist Drill Co., for 47 years a power in the trade 
claims to have produced something new that has dis- 
tinctive merit, and there follows a portion of what the 
company says regarding its new product, and the 
causes that led up to its production: 

“The advance in the art of making tool steel in the 
last twenty years has probably been greater than in 
the whole preceding century. This advance may be 
accounted for somewhat by the modern facilities for 
research and experiment now a regular part of the 
equipment of every steel mill, and is plainly evidenced 
by the enormous increase in machine shop produc 
tion, due in large measure to the improvement in the 
cutting qualities of tool steel. 


mise on the elements contained in the two standard 
steels rather than by introducing new alloys. 

“Lately, the action and performance of certain 
alloys have become better known, and after long re- 
search, we are at last able to offer to the trade our 
drills made from a special steel new to the tool field, 
which possesses some very unusual qualities. 

“This new steel, however, possesses these qualities 
only as the result of a special heat treatment, in the 
working out of which great difficulty was experi- 
enced. After extensive experiment we have finally 
developed our own special heat treatment which gives 
these drills a remarkable producing capacity. 

“It is now well established that a large number of 
shops are not properly equipped to get maximum 
results from high speed drills. They are forced to 
reduce the speed, and if rigidity is lacking, also the 
feed. This reduction, of course, produces very much 
less work per hour. 

“For maximum efficiency and strength, high speed 
drills must be run fast enough to keep them fairly 


hot. If the equipment will not allow this, a reduced 
speed nearly always results in breakage, which is 
costly. Costly breakage forces many shops with 











“For over a decade there have been in use two gen- improper equipment to go back to carbon tools and } 
eral kinds of tool steel—carbon and high speed. a greatly reduced production. k 
There have, of course, been various steels developed “Operating at the same speeds and feeds which 
during this time containing other combimations of are satisfactory for a carbon drill our new drills will 
alloys, but they have never come into general use for show but little greater ability than the carbon steel 
twist drills, their value for this purpose being tool. However, the new Cleveland drills should be 
questionable. used at approximately double the speeds and feeds : 

“We have felt for a long time that there should be at which carbon drills under average conditions work 
produced a steel of moderate cost, and between car- satisfactorily, and at these speeds and feeds the dura- 
bon and high speed steel in cutting ability, but many bility and production records of the new drills have 
attempts in this direction have proven futile. This astonished many of the wiser heads in the cutting 
failure was nearly always due to trying to compro-_ tool field.” 
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Gandy is Consistently Good 
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OU can deliver a Gandy Belt knowing that it represents fine 

materials and trustworthy workmanship—which assure com- 

plete satisfaction and service. (See trade-journal advertising 
reproduced above.) 


Each Gandy Belt is made to the same rigid standard. When 
your customer buys a Gandy he is getting the most for his money 
in long wear, strength, durability and belting service. 


Full particulars of dealer contracts will be sent upon request to 


established dealers. 
THE 
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GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 





NEW Y 2K 36 WARREN TREET - - CHICAGO: S49 WEST WASHINGTON ST 


Genesee 














—EE 











When writing to Advertisers please mention Mitt Supptirs 








voeey 


—— 








MLL QUPPLIES 








Manufacturers’ Tips on Their New Products 


Inventions and Specialties of Interest to the Trade Reflect 
the Rapid Growth and Progress of the Mill Supply Industry 


An electrical portable drill with two-speed mechan- 
ism has recently been placed on the market by Jones, 
MacNeal & Camp, Chicago. The two-speed mechanism 
is a patented feature, which is said to make it effi- 
cient for using full capacity or smaller drill bits in 
either metal or wood, and for the use of both carbon 
and high speed drill bits. The gear shift of this 
drill is very like the multiple speed feature on modern 


automobiles, lathes or drill presses. Full ball bearing 


construction, excess capacity motors and two speeds 
are the desirable features of all models. 

\ general purpose crawling tractor crane, manutac- 
tured by the Industrial Works, Bay City, Mich., has 
been developed recently to meet the need of a full 
revolving crane which can be operated independently 
of rails. The crane is built in two types, one with 
a capacity of 20,000 pounds at 12 ft. radius, equipped 
with continuous crawling tractor belts, the other with 
a capacity of 18,000 pounds at 10 ft. radius equipped 
with four broad gauge tractor wheels. This crane is 
said to be particularly well adapted to the needs of 
road contractors, coal dealers, gravel, sand and stone 
producers, foundries, and moderate-sized manufactur 
ing plants. It can also be equipped to handle a hook 
and block, grab bucket, drag scraper bucket, wood 
grapple, electric lifting magnet, shovel dipper and pile 
driver leads with drop hammer., Operation is by 
means of an internal combustion engine. The steer 
ing of this crane while propelling is controlled by 
manipulation of the friction clutches and brakes 
controlling the motion of each tractor belt. 

The Stamp Electric Hoist Company, San Francisco, 
has recently placed on the market an electric hoist 
which is made in four types. Type A, a stationary 
or suspension hoist, which may be bolted at any fixed 
point where lift only is required, or may be bolted to 
the mast of a jib crane, or by the use of a suspension 
yoke may be hung on a trolley for travel on the 
bottom flange of an I-beam or the trolley of a hand- 
power or motor-driven crane. Type B is equipped 
with a trolley, the sides of which are rigidly bolted to 
the hoist frame. This type, in sizes up to two tons’ 
capacity, usually has a plain trolley and is moved 
along a runway beam by pushing on the load. Type 
C has a motor-driven trolley. This is used where long 
distances are to be covered or where greater speed is 
desired. The first three types are usually operated 
from the floor by pendant ropes, and ordinarily only 
one man is required to operate the hoist and attach 
and detach the loads. Type D has a cab for the oper 
ator attached, in which are located the controllers. 

To provide an electric hoist for every load-moving 
job, small as well as large, is the purpose of a small 
general utility hoist recently announced by the Shep 
ard Electric Crane and Hoist Company, Montour 
Falls, N. Y. In use the hoist can be operated wher 
ever electric current is available, and is easily installed 
on the side of a building, on the ceiling of a basement, 
or in any point that will bear the weight of a load. 

The Plimpton Truck Company, Stamford, Conn., 
has recently placed on the market a new clevating 
transfer truck. It is controlled in its raising and low 


ering operations by the handle and is steered in the 
same manner as an automobile, which is said to pre 
vent its load from tipping on turns. 

\ new pipe threading machine designed to meet the 
requirements of plumbers and steamfitters for a light, 
portable, electric threading outfit, adaptable for their 
use either in the shop or on the job, has been placed 
on the market by The Curtis & Curtis Co., Bridgeport. 
Conn. .\s in its other pipe machines, the pipe is held 
stationery in a vise which is built into the machine, 
and the dies which are contained in a comparatively 
light dic head are literally screwed on to the pipe, 
power being supplied by the electric motor and the 
speed reduced trough a suitable chain of raw-hide, 
steel and cast iron gears. The die head is equipped 
with an automatic die release which opens at the 
completion of the thread while the machine is. still 


running. The dic release is adjustable so that long 
or short threads may be cut. High speed steel tools 
are furnished as part of regular equipment. The 


machine complete weighs approximately 350 pounds, 
equipped with a 1 h.p. motor. 

Phe Davis-Bournonville Company, Jersey City, N. J., 
has recently placed on the market a new welding torch 
for use in garages and small machine shops. This oxy 
acetvlene torch, and the equipment that goes with it, 
gives to the small shop the means for efficiently repair 
ing broken steel, cast iron, aluminum, copper, brass and 
other metal parts. 

\ power broach press of the bench type has recently 
been placed on the market by the American Broach & 
Machine Co., Ann Arbor, Mich. The machine is 
intended for operating push broaches, for pressing man 
drels in and out, for pressing bushings and for many 
operations usually performed by hand. 


Operation is by a 2'-inch belt on a 10-inch pulley, 
which revolves in one direction continuously. The 


power is transmitted through a six-pitch worm and worm 
gear of 30 to 1 ratio, and thence through a steel pinion 
and rack. The ram is 2 inches in diameter and the rack 
teeth cut on the back of it. The stroke is adjustable, 
the worm being arranged to disengage automatically at 
the end of a pre-determined stroke by setting a collat 
on top of the ram. The return of the ram is automatic 
and is accomplished by means of a weight and cord, the 
cord being wound in a groove in the hand wheel. The 
machine has a stroke of 14 inches. The bore in the table 
2'. inches and is central with the ram. 
\ new universal vise has been placed on the market 
recently by the Oliver Machinery Company, Grand 
Rapids, Mich. It is said to be especially adapted for 
holding metal parts as in working metal patterns and for 
holding box forms, or circular work, both vertically and 
horizontally, as well as including its adaptability to 
holding irregular shaped pieces. 

The Parker Supply Co., Inc., New York, has recently 
placed on the market a new screw to meet the demand 
for an inexpensive method of permanently attaching 


1s 


nameplates and trade marks to machinery. It is called 
a “drive screw” and has a thread of steep pitch and a 
slotless head. In using it, holes are drilled a_ trifle 


larger in diameter than the evlindrical point, or pilot, 




























































































l 





i 





Every Transmission 
Appliance 














Our stock embraces everything required in 
the line of power transmission products. 


Pulleys of any diameter to carry any load. 
Hangers, pillow blocks, couplings, friction 
clutches and pulleys, gears in standard sizes 
or cut to specifications, shafting, collars, 
wood and steel pulleys, sprockets and chain. 

















Every product represents the highest degree 
of efficiency and quality that it is possible 
to produce. Our large stock enables us to 
supply you with exactly what you need, 
when you need it. 








G. W. P. equipment sells and stays sold. 


Send for catalog. We co-operate to the 
fullest extent with our dealers. 




















GEO. W. PYOTT CO., 


North Ave. & Noble St., Chicago, Ill. 
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and it is then driven in with a hammer. It is claimed 
that the entire screw being hardened and heat treated, 
the steep pitch threads easily cut their way into gray 
iron or any other softer material. The screws cannot 
be removed except by cutting off, thus making it diffi- 
cult, it is claimed, to substitute another nameplate other 
than the one originally fastened to the machine. 

A new line of automatic tapping machines has recent] 
been placed on the market by the Cincinnati Hy-Speed 
Machine Co., Cincinnati. They are built with from one 
to three spindles in two sizes, the maximum capacity 
being '2 and 7% inch, respectively, in steel. The machines 
are regularly furnished for right-hand tapping, although 


an attachment can be supplied for left-hand tapping. 
Adjustable trip dogs with limit stops on the trip rod 
regulate depth of tapping. The chuck is driven by a 
clutched end on the spindle and is locked in position. 

The Acme Electric and Manufacturing Company, 
Cleveland, has developed and is marketing a novel elec- 
tric heating device known as the “Acme Hot Plate,” 
which has many applications. 

The complete device can be used as an electric heater 
or warmer for hospitals, dispensaries, chemical labora 
tories, offices and factories. 

It consumes 660 watts at 110 volts and may be used 
on alternating and direct current. 


ter 


Common Sense Now Needed 


Business Troubles of Today Are Not Merely Psychological 


J. Et. 


Telling a patient to stand up on his feet believing 
thereby that he can exert strength enough to do it 
might prove successful if the patient were laboring 
under some imaginary trouble, but would never work 
if he were really not strong enough to stand. It seems 
to me by a similar token most unwise to offer pana- 
ceas to business in the belief, seemingly, that our 
troubles are merely psychological. There is psychol 
ogy always where human enterprise is concerned, but 
the present economic conditions are far from entirely 
psychological and we have been too sick to stand up 
on our feet merely at the word of command. 

Offering remedies that would make people believe 
that the this situation could be done 
overnight, stimulated many false hopes. Our 
recuperation process must be slow in order to be per- 
manent and substantial. We were brought to a low 
pass by indiscretions. We played fast and loose with 
We danced and had to pay. 

Recognizing the need of bringing in better business 
by natural methods and not by a process of command 
or overnight remedies, our attitude should be of per 
sistently working with prudence and determination to 
get things right and this can only be done by obsery 
ing natural laws in the conduct of our own enterprises 
by observing prudence in the buying and selling of 
commodities and the extension of credit. Foree of any 
kind might be disastrous. To give the patient credit 
for more strength than he has will arouse false hopes. 

Common sense should be the order of the day and 
only by this good quality can we recognize the real 
need of the period and that we cannot hope for a per 
fectly restored patient until his strength is back and 
he is able to weather the hard knocks of each day. 

The new countries of Europe are fighting for their 
very existence, and are not able really to sustain them- 
selves. With increased buying power there should be 
an increased demand for our agricultural products at 
least, and in our judgment this demand will advance 
prices unless our own production is far in excess of 
normal years. Anticipating, therefore, lower prices 
for years to come, especially in basic commodities, 
doesn’t seem to well founded. The prices of many of 
the basic commodities went very low and an advance 
rather than a further depression can be anticipated. 
The prices we are referring to are the prices con- 
sumers pay for fabricated commodities and there has 


correction of 
has 


our commercial system. 


TREGOE 
Secretary-Treasurer, National 


Association of Credit Men 


a ditference between the basic and the 
fabricated price for the restoring of confidence. 

We have every reason to build up our capital and 
have it ready for agricultural and industrial enter- 
prises as our own commercial atmosphere clears and 
conditions in Central Europe improve. | not 
in this forecast, and which expresses merely my own 
opinion, lay unwarranted beliefs the future that 
might encourage unwise investments or over zealous 
expectations. These ideas rather express merely that 
we need not be concerned as to the future in the same 
manner that we were led to regard prices following 
previous wars of the last century. 


been too great 
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READJUSTMENT ANNOUNCED 


Vise Manufacturers Change Their Entire Line to Produce More 
Work and Increase Efficiency of Plant 

\nnouncement has been made by the Athel Ma 

chine Co., Athol, Mass., that they have rcadjusted 


their entire line. Approximately two years have been 
spent in this work, bringing the plant up to a higher 
degree of efficiency. When the present management 
took charge the normal output was from 60 to 70 
Now 
capable of producing 250 vises a day with no increase 
in the number of employes. 

The equipment of the plant has undergone a radical 
change. Practically all original jigs and fixtures have 
been discarded and new quick-acting tools substituted. 
\ large the original metal-working 
equipment was classified as obsolete and discarded. 
The remainder, together with latest designed machine 
tools, is re-arranged according to machining opera- 
tions, and the product is redesigned so that all work- 
ing parts of any given size vise are interchangeable. 
This greatly simplifies production operations. Latest 
design cutting tools, as well as a modern tool crib 
have been added, and a special tempering department 
installed. 

In the foundry, machine-made molds have replaced 
the hand-made. A new method of mounting patterns 
makes possible the welding of steel jaw faces to the 
cast iron during molding operations. A system 
whereby sales automatically govern plant output as 
well as the purchase of raw materials, and an effective 
cost system are among the many reforms. 


vises a day. the plant, in full operation, is 


percentage of 
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The | A Good Hanger 
JONES 


Universal 
Drop 
Hanger 


Neat in Appearance 


Strong in Design 


Easy to Install 


Carries a Large 
Oil Supply 


Duplex Oiling 


TWO RINGS and 
WOOL FELT WICK) 


Some 
Territory Still 
Open 


{ Typical Jones Product @ 
Write for Our 
Exclusive Sales 
Proposition 


W. A. Jones Foundry & Machine Co. 


4411 West Roosevelt Rd., Chicago 2) Murray St., New York 
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How Dealers Aid Customers 


Mill Supply Jobber in Role of 


ERNEST 


President, The Hollow 


lor thousands of small plants and users of mill sup 
plies, the mill supply jobber acts as purchasing agent. 
For thousands of large plants who employ purchasing 
agents, the mill supply jobber is the purchasing 
agent's most reliable and dependable assistant. 

The writer recently asked the purchasing agent of 
a large coal operating company in Cleveland, Ohio, 
why he placed so much business through one of the 
mill supply jobbers. Of course, this was a leading 
question and we were not all surprised at the reply. 
Vhis buyer spends practically all of his time on the 
large purchases and contracts and turns over all the 
miscellaneous items of supphes to this jobber. He 
frankly admitted that he probably paid a little more 
for some items of supplies through the jobber than he 
would if he bought direct from the manufacturer, but 
he also stated that he was able to dispense with the 
services of one or possibly two assistants in his depart 
ment. The saving in time, worry and salaries more 
than offset any slight difference in prices. 

The mill supply jobber actually is a purchasing 
agent for all his customers. He must know where 
to secure every item of mill supplies whether it is 
manufactured in Kankakee or Kalamazoo. He must 
be a fountain of knowledge not only on all the various 
lines of supplies carried in stock, but also on every 
kind, style and make of every item of supplies needed 
by the plants and factories in his territory. 

Many of the broader minded purchasing agents of 
large concerns realize this to be true and use their 
local mill supply jobber to great advantage. If there 
are any purchasing agents of large concerns who don't 
use some local jobber in this manner, it is the jobber’s 
own fault. Remember what Marshall Field said about 
the buyer always being right. If the big purchasing 
agent does not use the mill supply jobber as his assist 
ant, it 1s either because he does not fully realize what 
the jobber can do for him, or because he is a little man 
in a big job. 

We do not much good out of criticizing the 
other fellow and passing the buck, so let’s place the 
entire blame on the mill supply jobber. It is up to 
the jobber to sell the big purchasing agents this idea. 
Convince him that he should use the jobber’s vast 
store of knowledge regarding mill supplies and show 
him how it will save him much time and worry and 
enable him to devote time t 
purchases. 


ret 


more his” larger 


The little word “service” means all this, but the big 
purchasing agent does not always know it. The jobber 
says, “We give you service,” and service to the pur- 
chasing agent ordinarily means that the jobber has it 
in stock and has a delivery wagon to deliver it. It is 
alright for the jobber to advertise and talk “service” 
but in order to line up the big purchasing agents it is 
necessary to explain what “service” means to him and 
how he can use it to his own advantage. 

The smaller plants and factories, which do not have 
purchasing departments, surely need the purchasing 
knowledge of the mill supplly jobber. The manager 
or superintendent of the smaller concerns usually 
takes care of the buying along with his other duties. 


Center 


* Consumers’ Purchasing Agent 


H. SMITH 


Packing Co., Cleveland 


He hasn’t the time to devote to purchasing and he 
hasn't the knowledge to enable him to purchase all 
items of supplies from the manufacturer. Still, a great 
many of these amateur buyers get the idea that they 
can buy better from the manufacturer direct than they 
can from their local mill supply jobber. 

There is probably a greater field among the smaller 
concerns for the mill supply jobber, but the small con- 
cerns are sometimes harder to sell than the large ones. 
The small buyer needs the jobber more than the big 
buyer. However, he must be instilled with confidence 
in the jobber’s ability to extend him the right price, 
confidence in the jobber’s knowledge of mill, supplies 
and he must also be convinced that the mill supply 
jobber will only use this knowledge for the benefit 
of the buyer. 

When the small user of mill supplies realizes that 
his local jobber can be trusted with all his supply 
and equiment purchases; when he realizes that no 
matter what he needs in the way of supplies the mill 
supply jobber either has it in stock or knows where to 
get it promptly; when he has confidence enough 1n 
the jobber to practically make him his purchasing 
agent: then, and not until then, will the jobber come 
into his own and the manufacturer of supplies, who 
sells direct, will be forced to sell through the mill 
supply jobber if he wants the business. 

We have often heard the remark that the jobber’s 
salesman is only an order taker, that he has nothing 
to sell except a few specialties. What a mistake this 


is. Just think of the opportunity the jobber’s sales 
man has to be a master salesman. He can go out 
without a sample and without a catalog, and he 


still has the biggest thing left to sell, and that is His 
House —confidence in his house and its service. 

If the mill supply salesman can sell, both the large 
purchasing departments and the smaller concerns who 
have no purchasing department, the idea of making 


the mill supply jobber their assistant’) purchasing 
agent, his success and the success of his house 1s 
assured. His catalog and samples become merels 


an adjunet or a part of the service he is rendering his 


customers. 
~+o> 


Cost of Living Falling 

The Bureau of Labor Statistics, Washington, has com 
piled figures for 32 leading cities, including all the 12 
cities of over 500,000 population, which shows the cost 
of living in September was 1.7 per cent lower than in 
May, 1921, and 18.1 per cent lower than in June, 1920. 
The cost in September is placed at 77.3 per cent above 
1913, while in June, 1920, the excess over 1913 was 116.5 


per cent. The present excess is the same as in June, 1919, 
when costs were steadily rising. 
This is first noticed by the day laborer, the weekly 


wage earner and is reflected directly by bank deposits. 
When the cost of living has gone up so that it closely 
approaches or exceeds the weekly earnings of the wage 
earner, bank deposits are light and savings accounts 
dwindle. Just as soon as the cost of living drops, 
however, up they go. 










































Steamproof 
Waterproof 
Flexible 


Strong 











DUXBAK NUTAN 
Is the Belt for 


Automaties 






Free use of cutting compounds is generally hard on belts. 
The water and steamproof characteristics of DUXBAK 
NUTAN render it highly resistant to the disintegrating 
effects of these oils. 

In addition to this, extreme flexibility, great strength, and 
a high frictional surface especially fit it for use on small 
pulleys at high speed. 

When you next have under consideration the belt require- 
ments of your automatics, co not fail to investigate 
DUXBAK NUTAN. 

Our Engineering Department will be glad to extend to 
you every cooperation. Write them. 
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Denver, Coto. Main Office and Factory TANNERIES : 


Derroit, Micu. 42 Ferry Street, New York Bristo., TENN. 
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PERSONALS. 


Herbert L. Hochsched has 
Krasberg Piston Ring Co., 
Frederick Atwater, 


resigned as treasurer of the 
Chicago. 


president of the Bridgeport Nut & 


Bolt Co., Bridgeport, Conn., has been elected mayor of that 
city. 

H. Blain Lacy, formerly president of the Safety-First Sup- 
ply Co., Pittsburgh, is now special representative for the 
Pittsburgh Supplv Co. 

Charles L. Anderson, Ann Arbor, Mich., has been made a 
director of the Hoover Steel Ball Co., Ann Arbor. The 
other directors were re-elected. 

Henley Hottel, formerly of the Diamond Chain & Manu 


facturing Co., Indianapolis, Ind., 
secretary of the 

Arthur G. Kimball, 
New Britain, Conn., 
commission on the 


has been appointed executive 

Indianapolis real estate board. 

Frary & Clark, 

secretary of the stat 

Connecticut waterways 
W. Q. Sigsbee has been appointed manager of the 

branch factory of Ace Chain, Ltd., to be located at 


president of Landers, 
has been chosen 
pollution of the 
Canadian 
Hamilton, 


Ont. The firm is affiliated with the Ace Chain Corporation 
of New York. 

J. M. Dillon, formerly New England representative of th¢ 
Detroit Twist Drill Co., Detroit, is now in charge of the New 
York territory as district manager. His office is at 45 
Warren street 

Eliot K. Burr, with the Skinner Chuck Co., New Britain, 
Conn., has been made chairman of the New Britain Chamber 
of Commerce, traffic bureau, and also third vice-president of 
that organization. 

John J. Eagan, of Atlanta, has been appointed to succeed 


J. R. McWane as president of the 
Co., Birmingham, Ala. Mr. Eagan 
board of directors. 

L. J. Joy has been appointed manager of the used machin- 
ery department of Sherritt & Stoer Co., Philadelphia. He 
was formerly with the Eastern Machinery & Equipment Co., 
Philadelphia, as sales manager 

The Chain Belt Co., Milwaukee, Wis., has opened ce s at 
736 Ellicott Square, Buffalo, N. Y., and has appointed * EB. 
Cocker as district manager of that territory for the Rex line 
of chains and sprocket wheels. 

H. C. Blake, secretary and general manager of the Foos 
Gas Engine Co., Springfield, Ohio, has been elected president 
to take the place of S. E. Baker, deceased. M. E. Baker has 
been elected secretary and treasurer. 

Walter E. Heibel, for the past two years Eastern district 
manager of the Wilmarth & Morman Co., has resigned to 
accept a position with the B. F. Sturtevant Co., Boston. Mr 
Heibel will be located in New York. 

Millard Jiles, formerly associated with the Peck, Stowe & 
Wilcox Co., Middletown, Conn., has been appointed superin- 
tendent of the Springfield, Mass., branch of Charles Miller 
& Sons Co., manufacturer of plumbers’ supplies. 

Andrew C. Perrin has been appointed representative of 


American Cast Iron Pips 
is also chairman of ihe 


Herbert Morris, Inc., Buffalo, with headquarters at 550 
Washington Boulevard, Chicago, where a stock of hand 
hoists, cranes and electric hoists and trolleys is carried. 


L. J. Melson, manager of the West Palm Beach branch of 
the Julius L. Lax Co., has accepted a position as representa- 
tive of the Central Brass Manufacturing Co., Cleveland, and 


will cover the southern states, making his ‘headquarters in 
Atlanta, Ga. 
Edward F. Smith, for many years president of the Green- 


field Machine Co. Greenfield Mass., until that concern was 


has 


merged with the Greenfield 
resigned his position with 
vacation in the West. 

L. A. Fisher, of the Glauber Brass Manufacturing Co., 
Cleveland, has joined the sales force of the Central Brass 
Manufacturing Co., Cleveland. He will cover West Virginia, 


Tap & Die Corporation, 
the corporation and is now on a 


southern Ohio and western Pennsylvania, making his head- 
quarters at Pittsburgh, Pa 
Charles W. Brainard, secretary-treasurer of the Union 


Steam Pump Co., Battle Creek, Mich. has been elected presi- 
dent of the company. Theodore Hattendorf was elected sec- 
retary and assistant treasurer. Mr. Brainard will act as 


treasurer as well as president 
Ernest 

Valve Co., 

Chicago 


Reich, formerly vice-president of the Hill Pump 
Chicago, and general manager of the plant of the 
Pressed Steel Co., has just returned from an exten- 
trip in Europe 


sive and is now engaged in the utilization 
of marketing of domestic and foreign patents. 
James T. Sullivan, for many years treasurer of the Port 


Huron Engine & Thresher Co., 
resigned and entered the 


comin’ Michigan 


Port Huron, Mich., has 
commercial security business, be- 
representative of the Wendorff-Hess Co., 
Cleveland, with temporary of Port Huron. 

J. W. Gannon, 30 Church street, New York City, has been 
appointed sales agent of the Beaton & Corbin Manufactur- 
ing Co., Southington, Conn., to succeed Josiah E. Willitts, 
ae recently resigned to become sales manager of the 
Keystone Supply & Manufacturing Co., Philadelphia. 

J. T. Kelly, for several years with the Keller Pneumatic 
Tool Co., Chicago, has left that company and has organized 
a company to specialize in machinery, power equipment and 
tools. The company will be known as the Kelly Machinery 
Co., with headquarters in the Monadnock Block, Chicago. 

Ralph M. Barstow, veneral sales manager of the 
Tap & Die Corporation, Greenfield, Mass., 
lecturer on salesmanship for the State 


offices at 


Greenfield 
has been appointed 
Department of ‘Uni- 


versity Extension. He is also the author of a course of 
study on the subject to be used in the university extension 
work. 


George L. Sawyer, formerly sales manager of material 
handling machinery for the Barber-Greene Co., Aurora, IIl., 
has been app ointed to represent the Universal Crane Co... of 
Elyria, Ohio, in the New York field. Mr. Sawyer’s offices 
are at the Allied Machinery Center, 141 Centre street, New 
York City. 

Elmer E. Yake has been made works manager of 
bert & Barker Manufacturing Co. Springfield, Mass., manu- 
facturer of tanks and pumps. Mr. Yake was formerly with 
the Walworth Manufacturing Co., Boston, and more recently 
Eastern manager of C. & G. Cooper Co., New York City, 
manufacturer of steam and gas engines 

P. J. Tumulla, president of the Champion Wrench Manu 
facturing Co., 928 West Huron street, Chicago, has retired 
from active management of the affairs of the company, 
although retaining the title of president. Bert Cimaglio, 
who heretofore has been vice-president, has also been elected 
active general manager, succeeding P. J. Tumulla. J. O 
Hon has been elected secretary and treasurer. 

Warren S. Hillis has been appointed general sales “7—— 2 
of the ~merican District Steam Co., North Tonawanda, N x 
with headquarters at North Tonawanda. Mr. Hillis was for 
six years manager of the Chicago branch of the United 
States Radiator Corporation and asserts that the future gen- 
eral sales policy of the American District Steam Co., under 
his direction, will be specially active along lines of productive 
co-operation. 


the Gil- 
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= Our Specialties are sold to Jobbers only a 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
~ im pl e "T 
tronges 


hanger ever made. 





@Note the ball 
socket joint. 

@Hanger can swing in 
any direction. 

QNot necessary to re- 
move hanger to raise 
or lower pipe. 


and 





Write for 
“‘Our Silent Salesman”’ 


_ The Penn Engineering Co. 
Philadelphia, Pa. 
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UTCH co. 















aT 


Power Transmission 
Machinery 


Your inquiries for complete line shaft 
equipment or for single items, such as 
friction clutches, bearings, etc., will re- 
ceive prompt attention. 


When desired we will forward sketch 
showing layout of equipment quoted 
upon. 





ONFIDENCE is in- 

spired and profits are 
made by the Dealer when 
he serves his custumers 
with thoroughly reliable 
goods. Friction Ciutches 
play an important part in 
the business of the Mill 
Supply Dealer. Ard it is 
a very easy matter to 
handle Clutches that have 
gained a reoutation for 
economy and dependabil- 


ity. 
“M. & W.” Friction 


Clutches sell easily, as the 
name Moore & White is 


Free CATALOGUE “C” 


Moore & White & 
FRICTIONS 
CLUTCHES 


The Business Builders 


on REQUEST. 





good 
In fact, some of 
our Clutches have been 


a synonym for 
wares. 


wearing for 15 to 25 
years and are still holding 
on. 

Now Mr. Mill Supply 
Dealer, the next time you 
get out amongst the trade, 
just make a special effort 
to “Moore - Whiteize” 
those prospective Clutch 
users whom you _ meet. 
You’ve got a first class 
article and a reliable and 
square firm back of you. 


Write Us Topay. 


THE MOORE & WHITE Co. 


Sole Makers 


2711 to 2741 N. 15th St., 


Philadelphia 








Introducing a New 









Portable 
Pipe Threading 
Machine 


With Direct Con- 
nected Electric Mo- 
tor. Range 14” to 
2” BR. . 


The 
Price 
is 


Right 


No. 430 Direct Con- 
nected Motor Driven 
Pipe Threading Ma- 
chine. Range '4"-2” 
R.H. 








Send us your inquiries. 
Let us work together 
Catalog and prices upon request. 


rae HILL CLUTCH ce. 


Cleveland, O. 


New York Office: 50 Church Street 





THIS 


is the 
THE SHOP OR ON THE JOB 


Equipment includes an automatic « 


ideal threading equipment for you, either IN 


e and cam lock 
eut off attachment, direct connected electric motor for any 
standard commercial current, oiling system, and a full set 
of dies and cut off tools. 


Send for Descriptive Circular. 


CURTIS & CURTIS CO. 
354 Garden Street Bridgeport, Conn. 
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The Detroit Seamless Tube Co., of Detroit, manufacturers 
of seamless steel tubing, have found it necessary to increase 
their sales staff, and have created the position of assistant 
general manager of sales. C. C. Rosser, head of the depart- 
ment, has announced the appointment of C. H. Hobbs for 
this position. For over fourteen years, Mr. Hobbs has been 
with the Lackawanna Steel Co., and for the last five years 
district representative in charge of the Detroit office. 

W. A. Jones Foundry & Machine Co., Chicago, manufac- 
turer of power transmitting machinery, announces the 
appointment of Fred E. Holtz as its Milwaukee district 
representative. He will assume his new duties immediately, 
making headquarters in the First National Bank Building 
For the past two years Mr. Holtz has been calling on Jones’ 
customers in all lines of business throughout the United 
States, and is well qualified to co-operate with the firm’s 
customers. 

Leonard W. Kearns, one of the old timers in the leather 
belting field, and especially well known to mill supply dealers, 
has joined the sales organization of the Chicago Belting Co. 
Mr. Kearns started in the belting business in 1899 in Pitts- 
burgh as a salesman with the Hartley Rose Co. Three years 
later he joined the sales force of the Fayerweather & Ladew 
Co. as a salesman, covering the southeastern states. In 1904 
he opened an office in Atlanta, Ga., for the Edward R. Ladew 
Co., and in 1906 took over the management of their Charlotte, 
N. C., office, in connection with his Atlanta office. In 1914 
he moved to Chicago as manager of the Ladew Chicago 
office, until the volume of business at Chicago grew to such 
proportions that he was forced to give all of his time to the 
latter. During this period he was also a special factory repre- 
sentative covering the United States and Cuba. Mr. Kearns 
is a strong believer in the mill supply jobber being a logical 
outlet for belting, and during his entire twenty-three years’ 
experience has devoted a large part of his sales activities to 
jobber co-operative work. 


FACTORY ADDITIONS 


Billings-Chapin Co., Cleveland, is building a four-story 
plant, 80 by 110 feet. 

Elastoid Fibre Co., Waltham, Mass., is building a one-story 
manufacturing plant, 70 by 180 feet. 

Worthington Pump & Machinery Co., Cambridge, Mass., 
is building a one-story factory building. 

Norwalk Lock Co., South Norwalk, Conn., is building a 
one-story factory building, 50 by 100 feet. 

General Leather Co., 422 Frelinghuysen avenue, Newark, 
N.J., is building a one-story power plant. 

Insulated Wire & Cable Co., Trenton, N. J., has completed 
plans for a one-story addition, 50 by 120 feet. 

Big Savage Brick Co., 40 West Union street, Frostburg, 
Md., is building a brick plant, to cost $85,000. 

Hagan Foundry Corporation has awarded contract for an 
addition, 60 by 60 feet, to its plant at Orrville, Ohio 

Hugo M. Schmidt, 1826 North 7th street, Sheboygan, Wis., 
is building a garage and machine shop, 72 by 122 feet. 

Bison Ice & Coal Co., Buffalo, N. Y., is building a one- 
story addition to its plant. Fred Teichert is treasurer 

L. A. Vachon, Brookline, Mass., is building a two-story 
service station and automobile salesroom, 60 by 149 feet 

Reynolds Spring Co., Jackson, Mich., has awarded contract 
for a two-story factory, 130 by 201 feet, to cost $125,000 

The Hydro-United Tire Co., Pottstown, Pa.. is building an 
addition to its plant to cost $250,000 including equipment 

Grant Motor Co., St. Joseph, Mo., is building a one-story 
service and repair works, 120 by 140 feet, to cost $50,000 

Springfield Ice Co., 47 Dwight street, Springfield, Mass., has 
completed plans for a one-story ice plant, 100 by 150 feet 

Belvidere Heating Co., Belvidere, Ill, heating equipment, 
plans a two-story plant, to cost $50,000. J. Myers is manager 

The Williams & Anderson Co., 33 Broad street, Providence, 
R. 1., is building a one-story manufacturing plant, 60 by 100 
feet. 

J. B. Cook, :Eagle River, Wis., is building a one-story 
machine and forge shop, 50 by 50 feet Estimated cost, 
$45,000. 

Simon Sign Co., 1729 East 12th street, Cleveland, has 
awarded contract for the erection of a two-story plant, 43 by 
120 feet 


ANLL QUPPLIUES 





Mack Motor Truck Co., 185 Massachtsetts avenue, Cam- 
bridge, Mass., is building a one-story addition to its plant, 
44 by 110 feet. 

_Atlas Wheelbarrow Co. 405 South Washington street, 
Easton, Md., is erecting a two-story building, 50 by 200 feet, 
to cost $40,000 

Gadsden Clay lroducts Co., Gadsden, Ala., has completed 
plans for additions to its plant to be equipped for pressed 
brick manufacture. 

Contract has been awarded by the Textile Finishing Ma 
chinery Co., Providence, R. I., for a two-story machine shop 
and office, 60 by 90 feet. 

Thor Rosten & Co., Madison, Wis., manufacturer of tools, 
dies, jigs and fixtures, is building a machine shop at its plant 
at 613 Williamson street 

The Little Rock Auto Tow Service Co., 115 West 20th 
street, Little Rock, Ark., is building a two-story service and 
repair works, 50 by 100 feet. 

Dexter Folder Co., Pearl River, N. Y., is building a one- 
story addition to cost $100,000. Headquarters are at 28 West 
23d street, New York City. 

Rail Welding & Bonding Co., Cleveland, is building a one- 
story and basement addition, 90 by 180 feet, to cost $50,000 
The Austin Co. is contractor. 

J. Wellaeger Co., 417 Wells street, Milwaukee, Wis., has 
awarded contract for the construction of a four-story garage, 
90 by 120 feet, to cost $100,000. 

Inwood Consumers Ice Manufacturing Corporation, 30 
Church street, New York City, is building a one-story plant, 
100 by 134 feet, to cost $30,000. 

Beach Manufacturing Co., Charlotte, Mich., manufacturer 
of steel bridges and culverts, is building an extension to its 
plant, one story, 30 by 150 feet 

Maryland Culvert & Metal Co., 1301 Munsey Building, 
Baltimore, Md., is building an addition to its Ridgely street 
plant. W. M. Baker is president. 

Chicavo & Northwestern Railroad Co., Chicago, has com 
pleted plans for extensions to its car and locomotive shops 
at Winona, Minn., to cost $500,000 

The Brooklyn-Edison Co., 360 Pearl street, Brooklyn, 
N. Y., has plans for a power plant, 80 by 130 feet, to cost 
$120,000. G. L. Knight is engineer. 

Southbridge Foundry Co., Southbridge, Mass., has awarded 
contract to the Truscon Steel Co., Youngstown, Ohio, for 
a one-story foundry, 50 by 100 feet. 

The U. S. Ball Bearing Manufacturing Co., 4535 Palmer 
street, Chicago, has awarded contract for a one-story torge 
shop, 100 by 122 feet, to cost $26,000 

Chatham Crystal Ice Co., Chatham, Ont., is building an 
artificial ice plant to cost $50,000. J. W. Leighton, Bartlett 
Building, Windsor, Ont., is architect 

Hetzel & Co., 739 Larrabee street, Chicago, has awarded 
contract for the construction of a four-story sausage factory, 
54 by 72 feet. Estimated cost, $85,000 

Richmond Ice Co., Rosebank, S I., is building a one-story 
ice plant, 75 by 100 feet, on Clove Road, near Richmond 
Turnpike, West New Brighton, S. TI. 

Joseph Spingola, 750 West Taylor street, Chicago, has 
awarded contract for a one and two-story garage and office 
building, 75 by 119 feet, to cost $40,000. 

Cherry River Paper Co., Richwood, W. Va., is building a 
one-story power plant, 40 by 150 feet, to cost $250,000 
George Snyder is assistant superintendent 

The Viscaloid Co., Leominster, Mass., celluloid products, 
has awarded contract to Wiley & Foss, Fitchburg, Mass., 
for a three-story extension, 40 by 50 feet 

Lock Joint Pipe Co., 1123 Broadway, New York City, is 
erecting a branch plant at Atlanta, Ga., for the manufacture 
of reinforced concrete pipe, to cost $50,000. 

Ideal Motor Car Co., 1432 Union street, Allentown, Pa., is 
building a two-story addition to its service and repair works, 
60 by 100 feet. C. W) Hilbert is manager. 

Lewis River Hydro-Electric Power Co., Vancouver, Wash., 
is building a hydroelectric generating plant on the North 
Fork of the Lewis River, near Kearns, Wash. 

Diamond Holfast Rubber Co., Atlanta, Ga., is building a 
one-story factory, 80 by 240 feet, to cost $35,000. A Ten 
Fevyk Brown, Forsyth Building, is architect 























The illustration shows 
Hot Saw Drive 


Tacony Steel Co., 
Philadelphia 
Test Special Belting 
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Diam. Driver Pulley 

nches R tg: 
Diam. Drive j 
inches Bre P. M. 1800. 
Ho yrsep¢ 3 





KNULL QuPPLIBS 


ling Work! 


ae: = 
oes . 





-but 
TEST SPECIAL 
KUBKBER BELTING 


endured 


After numerous belting troubles, the Tacony Steel Company of 
Philadelphia finally selected Test Special Rubber Belting for this 
belt-devouring drive—a hot saw cutting nickel chrome steel of great 
density and toughness. 


—other belts lasted one month. 
Test Special Rubber Belting showed an average 
life of three months 


The conditions speak for themselves—a belt traveling over small 
pulleys at 5634 feet per minute—a sudden belt-racking strain when 
the saw bites into the steel—a shower of sparks and steel particles 
—BELT KILLING WORK. But Test Special proved its worth. 
And—consider this—it cost less than the other kind. 


A sample of Test Special Belting with copy 
of “Belt Engineering” sent on request. 


NEW YORK BELTING & PACKING CY. 
MECHANICAL RUBBER GOODS 
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New York Boston St. Louis 
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Missouri, Kansas & Texas Railway Co., St. Louis, is build- 
ing a new freight depot ,to be one and two stories, 45 by 600 
feet. A. L. Sparks is architect and engineer. 

The Johnson Co., 500 West 144th street,New York City, 
has completed plans for a one-story automobile service and 
repair building, 92 by 125 feet, to cost $40,000. 

Mifflinburg Body Co., Mifflinburg, Pa., manufacturer of 
automobile bodies, is building a three-story addition, 62 by 
90 feet, to cost $75,000. J. C. Sterling is manager 

Wichita Visible Pump Co., Wichita, Kansas, is building a 
two-story factory for the manufacture of pumps, to 
$50,000. E. P. Hayes, 701 Gilbert street, is manager. 

Royal Metal Furniture Co., 125 Eighth street, Brooklyn, 
N. Y., is building a one-story addition 70 by 75 feet, and a 
one-story automobile service building, 30 by 75 feet 

Leshnick Directory Co., 514 Main 
building a two-story 
$100,000. B. L. 

Crystal Ice & Transfer Co., Baltimore, Md., has awarded 
contract to Mason & Fox, Law Building, for a two-story 
addition to its service and repair building, 80 by 180 feet 


cost 


street, Peoria, Li... 18 
printing shop, 50 by 150 feet, to cost 
Hulsebus, Jefferson Building, is architect 


J. Cohen, 2015 Irving avenue, South, Minneapolis, Minn., 
has awarded contract for the construction of a one-story 
garage and store building, 132 by 158 feet, to cost $60,000. 

Jamestown Metal Desk Co., Blackstone avenue, James- 
town, N. Y., is building a one-story addition, 80 by 100 feet 
Beck & Tinkham, Frick-McGee Building, are the architects 

Ransome Concrete Machinery Co., Dunellen, N. J.. is 
building an addition, 53 by 320 feet, to its plant, to be used 
as a machineworks and assembling and erecting department. 

University of Michigan, Ann Arbor, Mich., has completed 
plans for a new mechanical shop and engineering laboratory, 
to cost $750,000. S. W. Smith is secretary of the university 

Buick Motor Co., 438 Monroe avenue, Memphis, Tenn., is 
building a two-story service building, with repair shop, 100 by 
218 feet. W. C. Lestr, News-Scimiter Building, is architect. 

Chester Iron & Foundry Co., 7800 Vulcan street, St 
Mo., has awarded contract to George Moeller, 3530 
avenue, for its one-story foundry, 45 by 120 
$42,000 


Louis, 
Itaska 


feet, to cost 


Randolph Wagon Works, Randolph, Wis., has awerded 
contract to the Hutter Construction Co., Fond du Lac. Wis., 
for building a two-story factory, 100 by 200 feet, to cost 


$65,000 


Shefheld Farms Co., Inc., 524 West 57th street, New York 
City, has plans for a three-story ice and refrigerating plant, 


to cost $125,000 Frank A. Rooke, 15 East 40th street, is 
architect 
Weaver Roof Co., 339 East Second street, Los Angeles, 


Calif., is rebuilding its plant recently destroyed by fire, with 
an estimated loss of $100,000. Sylvester L. Weaver is 
president 

Seattle Box Co., Fourth avenue and Spokane street, Seattle, 
Wash., is building a three-story addition to its plant, 56 by 


75 feet Shack, Young & Meyers, Libby Building, are 
architects. 
O. J. Bloss Iron Works, 253 Monitor street, Brooklyn, 


N. Y., is erecting a one-story iron-working building, 
100 feet. Charles A. 
is architect. 

Motor Wheel Corporation, Lansing, Mich., has awarded 
contract to the H. G. Christman Co., Lansing, for a one- 
story and basement factory, 120 by 240 feet. C. C. 
is secretary. 

Contract has been awarded to the Lacrois Construction 
Co., by the Henry Weyand Co., 16 Jefferson street, Water- 
bury, Conn., sheet metal products, for a three-story addition, 
80 by 110 feet 

The Walton Auto Supplies Co., 734 South Broad street, 
Philadelphia, is building a three-story service and machine 
repair building, 90 by 100 feet. J. E. Fieldstein, 901 Walnut 
street, is architect 


30 by 
P. Jehle, 350 Fulton street, Brooklyn, 


Carlton 


Contract has been awarded by the Griswold, Richmond & 
Glock Co., 2 West Main street, Mediren, Conn., to L. A. 
Miller, 22 Church street, for a one-story plant, 50 by 160 
feet, to cost $40,000. 

Franklinville Ice Storage Co., 3423 North 6th street, Phila- 
delphia, is making extensive additions and improvements to 
its plant, including the installation of refrigerating equip- 
ment, to cost $40,000. 
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The Crane Co., 836 South Michigan avenue, Chicago, is 
building a one-story machine shop at its branch works at 
East Chicago, in conjunction with a new warehouse at that 
location, to cost $30,00U. 

Columbian Enameling & Stamping Co., Terre Haute, Ind., 
manufacturer of enameled kitchen utensils, is building a one 


story addition to its plant. J. G. Vrydaugh, 1515 South 
Eighth street, is architect. 
Transcontinental Oil Co., 576 Fifth avenue, New York 


City, is building an addition to its refining plant at Fort 
Worth, Texas \ lubricating oil works and wax by-product 
plant will also be established 

Plans have been completed by the Eagel Construction Co., 
Bridgeport, Conn., for a brick addition, 45 by 91 
feet, to tis metal and wood-working plant. Harry E 
Koerner, Bridgeport, is architect 

Cole Storage Battery Co., 2437 Indiana 
has completed plans for a two-story 
80 by 130 feet, to cost $60,000 
La Salle ‘ 

Anheuser Busch Co., Norfolk, Va., is making extensive 
alterations and improvements to its ice plants, to cost $250,- 
000. Ophuls, Hill & McCreery, 112 West 42d street, New 
York City, are architects and engineers 

International Cement Co., 1834 Broadway, New York City, 
has awarded contract to the Turner Construction Co., 244 
Madison avenue, for a one-story building at its plant at Hud 
son, N. Y., 160 by 600 feet, to cost $200,000 

Eastern Townships Smelting & Refining Co., recently 

incorporated at $2,000,000, has secured options on a site at 
Sherbrooke, where it will very 
plant, to specialize in copper and asbestos. 
Railroad Co., 30 Church street, New York City, is 
one-story shop addition, 70 by 200 feet, at its 
Hornell, N. Y., to cost $100,000, with equipment. 
M. G. King, company address, is architect. 

Tiffany Electric Co., Inc., 165 Broadway, New York City, 
has awarded contract to the Barney Ahlers Construction Co., 
110 West 40th street, for a two-story concrete machine shop, 
40 by 150 feet, on Howell street, Jersey City, N. | 

Brockway Motor Truck Co., Cortland, N. Y., has awarded 
contract to the Edward J. Beard Building Co., 307 Sherman 
street, Albany, N. Y., for the erection of a one-story service 
and repair building, 50 by 100 feet, to cost $30,000 

Purcell-Wischan Co., Madison, Wis., automobile dealer, has 
engaged Kluge & Smith, Mack Block, Milwaukee, to design 
and supervise the construction of a brick and steel garage 
and service building, two stories, 117 by 132 feet. Estimated 
cost, $125,000. 

The J. P. Rundle Manufacturing Co., Layton Park, Mil- 
waukee, has awarded contract to the John L. Stanage Co., 
3216 Vliet street, for a three-story addition, 50 by 100 feet, 
to cost $45,000. Robert T. Hazelwood is president and 
general manager. 


one-story 


avenue, Chicago, 
and basement addition, 
Halperin & Braun, 19 South 
street, are the architects. 


Que., soon erect a smelting 
Erie 
erecting a 


yards at 


Penn Motor Corporation, 1714 North Broad street, Phila- 
delphia, has completed plans for the erection of a one-story 
automobile manufacturing plant at Pleasantville, N. J., 50 by 
330 feet. Charles H. Donehower, Pleasantville, is architect 
and engineer 

Lyon, Conklin & Co., 13 Balderson street, Baltimore, Md., 
manufacturer of sheet metal products, has awarded contract 
to George B. Monmonier & Son, 1711 McCulloh street, for 
two four-story buildings, one 66 by 75 feet, and the other 
230 by 434 feet. 

General Devices Corporation, New Lisbon, Wis., organized 
several months ago to manufacture automotive accessories 
and equipment, is building a one-story brick and concrete 
factory, 76 by 146 feet, to cost $50,000. F. W. 3olzendahl is 
president and general manager. 

Keith Heating Co., 200 Court avenue, Des Moines, Iowa, 
manufacturer of furnaces and heatin~ equipment, has awarded 
contract for the foundation work of its new plant, 100 by 142 
feet, to cost $200,000, with machinery. Boyd & Moore, 1024 
West Grand street, are the architects. 

American Car & Foundry Co., Terre Haute, Ind., has 
awarded contract to the Austin Co., 16612 Euclid avenue, 
Cleveland, for a one-story machine and forge shop, 225 by 
290 feet, to replace the building recently destroyed by fire. 
Estimated cost, $60,000. E. D. Buck is district manager. 

State Hospital Commission, Capitol 
N. Y., is building a two-story and 


Albany, 
storage 


Building, 
basement cold 
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LAY =” BROOMS 


for Discriminating Buyers 


When you enter a supply house 
that handles Lay Brooms, you know 
at once that the Purchasing Agent 
is a discriminating buyer. He ex- 
pects the maximum in broom eff- 
ciency and economy and he gets it 
when he buys Lay Metal Case 


Brooms. 


The outstanding Features of the 
Lay Metal Case Broom are: the 
Stapled Metal Case and the Aunxili- 
ary Metal Band, which hold the ma- 
terial rigid and maintain a perfect 


sweeping tip until worn to a stub. 





Honestly 


Fully 
Made 


Guaranteed 


“Standard for forty years.” 


Your customers will feel better sat- 
isfied if you furnish them with 
Lay Metal Case Brooms 


Catalogue No. 816 on request. 
The Joseph Lay Company 


Ridgeville, Indiana 


Originators of the Metal Case Broom 
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DURATEX Special Black 


DURATEX Extra Heavy 
Red 


The QUALITY STITCHED CANVAS 
BELTING. Costs no more than the 


usual canvas belting. 


Why not get the best in quality and 
service for your money. 


Write us for name of our distributor in 
your territory. 


Republic Belting Co., Inc. 


BALTIMORE, MD. 
(Manufacturers of the Quality Belting) 
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plant, 70 by 100 feet, at the state hospital, Utica, N. Y., to 
cost $130,000, with machinery. Lewis F. Pilcher, Capitol 
Building, is state architect. L. M. Farrington is secretary) 
of the commission. 

Youngstown Welding Co., Youngstown, Ohio, has pur- 
chased a three and one-half acre tract and plans the erection 
of a model plant. The plans include three structural steel 
buildings, each 100 by 298 feet. The company is engaged in 
fabricating oil and other storage tanks, general tank work 
and light plate construction 

Valley Paper Mills Co., Neenah, Wis., recently incorpo 
rated with a capital stock of $1,000,000, is planning to erect 


a new plant to cost $800,000. The main mill will be 80 by 
660 feet, two and three stories, with a separate power plant 
of the hydroelectric type with steam auxiliary. George W 
Burnside, Neenah, is secretary and general manager 
NEW FACTORIES 
Midwestern Tractor Wheel Co., Amherstburg, Ont., has 


purchased a 72-acre site and will erect a large plant 
The Beaubien Ice & Coal Co., 4205 West Jefferson avenue, 
Detroit, is building a one-story ice plant, to cost $45,000 
The }. F. Co., La Grange, Ga., has purchased a site on 
which it plans a foundry and machine shop, the main building 
5 175 feet 


to be 75 by 
Continental Clay Co 


Tice 


Zinninger Building, Canton, Ohio, ts 


building a one-story sewer pipe factory in East Canton, 100 
bv 300 feet, to cost $300,000 

Alena Steam Products Co., Indianapolis, Ind., has pur 
chased a six-acre site and plans to erect a one-story shop 


$40,000. 


1480 Broadway, New 


building at a cost of 


Nnickerbocker Ice Co., York City, is 


D. C., to cost $250,000, including machinery C. Leslie Weir, 
company address, is engineer. 

Northern Furniture Co., Sheboygan, Wis., has awarded 
c ontract for the construction of a four-story chair factory, 
350 by 100 feet, to cost $55,000 


Producers’ Cold Storage Terminal, Inc., 
building a ten-story ice and cold storage 
feet, to cost $1,500,000, including machinery 

The J. P. Cullen Co., Janesville, Wis., has taken the gen 
eral contract for a high school and manual training 
tute for the city of Janesville, to cost $325,000. 


Philadelphia, is 
plant, 90 by 275 


insti 


Buck Ice Co., Columbus, Ga., has completed plans for the 
immediate erection of a new ice manufacturing factory, 150 
by 150 feet, with a daily capacity of thirty tons. 

American Hide & Leather Co., 1320 Elston avenue, Chi- 


cago, is building a 


Milwaukee, Wis., 


six-story tannery and power house at 
to cost $1,000,000, including equipment. 

E. F. Phillips Electrical Works, Ltd., Montreal, Que., 
manufacturer of copper electric wire and cable, plans to 
build a main plant at Brockville, Ont., to cost about $3,000,000 
Biscuit & Bread Co., Honolulu, H. I., is building 
a five-story biscuit factory, 80 by 120 feet, to cost $100,000 


Lov €s 


A. W. Hoftman, 730 Marshall street, Milwaukee, Wis., is 
engineer. 
Bay Belting Co., San Francisco, Calif., has acquired prop 


erty at 520 Broadway, Oakland, Calit., and plans a plant for 
the manufacture of mechanical belting. E 
president 


Bosworth is 


Peninsular Sugar Co., Petrolea, Ont., is building a sugar 
refinery, to cost $2,000,000, and to have a capacity of 600 tons 
F. H. Hubbard, manager of the Ohio ; 
Ohio, is president. 

The Paul J. Kalman Co., 22 West Monroe street, Chicago, 
manufacturer of steel reinforcing bars, is building a steel 
fabricating plant at Youngstown, Ohio, one-story, 400 by 420 
feet, to cost $200,000. 


Sugar Co., Ottawa, 


Virginia-Carolina Chemical Co., 11 South Twelfth street, 
Richmond, Va., is building a fertilizer manufacturing plant 
at Baltimore, to cost $2,000,000, including machinery S 2 
Grenshaw is secretary 

The Raylo Co., 1228 Fulton Building, Pittsburgh, manufac- 
turer of mechanical specialties, has completed plans for a 
new four-story and basement factory at Indiana, Pa., 50 by 
120 feet, to cost $85,000. 

Hancock Steel Co., Martinsburg, W. Va., is building a plant 
at Brocius, near Hancock, Ma. The plant will be one-story, 
130 by 200 feet, equipped as a machine shop and foundry. 
F. Vernon Aler is manager 


Hedges & Brother, Inc., 10 Railroad Place, Newark, N. J., 
has acquired property on South street, 60 by 100 feet, as a 
site for the erection of a new plant. The company deals in 
valves, pipe and plumbing supplies. 

Clarien River Power Co., Beaver Falls, Pa., has plans for 
a hydroelectric generating plant on the Clarion River to cost 
$2,000,000. Joseph H. Thompson, Beaver Falls, 
the company. Headquarters are at Foxburg, Pa. 

The Gugler Lithographing Co., 694 Broadway, Milwaukee, 
Wis., has awarded contract to the Universal Construction 
Co., 97 Wisconsin street, for a $100,000 printing and litho 
graphine plant, 66 by 116 feet, three stories and basement. 

Wichita Ice & Storage Co., Wichita, Kan., is building a 
five-story ice manufacturing plant at 213 Rock Island avenue, 
75 by 90 feet, to cost $200,000. G. E. Wells. Boatman’s Bank 
Building, St. architect. C. W. Southward is 
president. 


represents 


Louis, 1s 


The Creamery Package Manufacturing Co., Fort Atkinson, 
Wis., manufacturers of dairy and farm machinery, is building 
a three-story building at St. Paul, Minn., 95 by 170 feet, to 
cost $100,000. Headquarters of the company are at 61 West 
Kinzie Chicago 

Zonta Tire & Rubber Co., 3100 Floyd avenue, Sioux City, 
lowa, is building a three-story and basement plant, 150 by 
172 feet, to cost $150,000, including machinery, for the manu 


Street, 


facture of automobile tires. W. W. Beach & Co., Commerce 
Building, are architects 

The Elgin Watch Co., 10 South Wabash avenue, Chicago, 
C. H. Hulburd, president, is building a four-story factory, 30 


by 374 feet, a three-story dormitory, 40 by 432 feet, and an 
administration building, three 100 by 150 feet, .at a 
cost of $1,000,000, at Elgin, Tl. 

Fertilizer 
contract to the 


stories, 


Knoxville Co., Knoxville, Tenn., has awarded 
Foundation Co., 120 Liberty street, New 
York City, for its new plant at Vestal, to cost $200,000. Man 
ley & Young, 814 West Hill avenue, Knoxville, are the archi 


tects. James W. Dean is secretary and treasurer 
\lbert F. H. Seelig, engineer, St. Louis, Mo., is designing 
a new plant for the Republic Photographic Corporation at 


Ferguson, Mo., to cost $250,000, 


including machinery and 
power house. 


The main building will be 77 by 162 feet, and 
the hall building for drying of paper, 54 by 250 feet 


INCREASED CAPITAL 

Union City Electric Co., Union City, Ind., has increased its 
capital stock from $50,000 to $100,000 

The Bellaire Stove Co., Bellaire, Ohio, 
capital stock from $50,000 to $100,000 

The Bennett Oven Co., Battle Creek, Mich., 
increase in capital stock from $40,000 to $75,000. 

The capital stock of the Lincoln Machine Co., Pawtucket, 
R. 1., has been increased from $50,000 to $100,000 

The capital stock of the Fuller Brush Co., Hartford, Conn 
has been increased from $1,000,000 to $1,500,000 

The capital stock of the H. A. May Foundry Co., Phila 
delphia, has been increased from $565,000 to $1,500,000. 

The Gemart Jewelry Manufacturing Co., New York City, 
announces an increase in capital stock from $6,000 to $20,000 


has increased its 


announces an 


The capital stock of the Newport Electric Light & Power 
Co., Newport, Ky., has been increased from $15,000 to 
$100,000 


The capital stock of the Premier Refining & Manufactur 


ing Co., Cleveland, has been increased from $100,000 to 
$500,000 
The capital stock of the Kalamazoo Motors Corporation, 


Kalamazoo, Mich., has been increased from $250,000 to 


$1,000,000 

The Trumbull & Vanderpoel Electric Manufacturing Co., 
Litchfield, Conn., has increased its capital stock from $2,00,000 
to $250,000. 

The Belting Co., 
an increase in capital 
$375,000 to $500,000. 

The A. H. Rusch Sons Co., Reedsville, Wis., has increased 
its capital stock from $25,000 to $50,000, and plans to enlarge 
its woodworking factory. 


notice of 
branch from 


has filed a 
Oregon 


Chicago, 
stock of its 


Chicago 


Toledo Wire Products Co.. Toledo, ( Jhio, recently in- 
creased its capital stock from $10,000 to $50,000, and has 
taken over a two-story factory building. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


* 







The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
- the entire fixtures are tested under hydraulic pressure before leaving our 
actory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 





The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 











MYERS SELF- ‘OILING a PUMPS 


two or three time day ge ayer OLLING 
row rm ‘IPS Ww th ‘hal positives viling system, enclosed pt laree valves Improve cd an th od of power pplication and other atures have 
‘ pumping of water by powe ind made it econom vd al plo ower pumps for all nae on water Service 

mah a ‘archit t, contractor builder uo have a broad field for MA ER s SEL F OLL ING 1p t MP S, and we solicit your inquiries and business 
ttaloy ane nformation on request 














We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 
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The H. W. Clark Co., Mattoon, Ill., manufacturer of the 
Clark meter box and waterworks appliances, has increased 
its capital stock from $75,000 to $200,000. 

The capital stock of the Bridgeport Coach 
Bridgeport, Conn., manufacturer of hardware 
has been increased from $150,000 to $750,000. 

The Gillett Motor Products Co., Howard City, Mich., has 
increased its capital stock from $100,000 preferred to 
$100,000 preferred and 75,000 shares of no par value. 


Lace Co., 
accessories, 


To finance the erection of a new plant, the Star Glass Co., 
Star City, near Morgantown, W. Va., has increased its capital 
stock from $50,000 to $150,000. J. W. Wiles has recently 
been re-elected president. 

New England Tire & Rubber Co., Holyoke, Mass., recently 
increased its capital stock from $3,000,000 to $53,000,000. The 
company plans immediate occupancy and operation of its 
new plant at South Holyoke. 

The capital stock of the Leavitt Machine Co., Orange, 
Mass., manufacturer of general machinery, has been increased 
from $10,000 to $250,000. 
sents excess 
president. 


The increased capitalization repre 
surplus over liabilities. Bayard P. Dexter is 


Groom Motor Service Co., Charlotte, N. C., with head- 


quarters at 720 Mint street, has changed its firm name from 
the Convertible Oil Gauge Co., to increase its line 
of automotive specialty manufacture. It also announces an 
increase in capital from $25,000 to $50,0u0. 


general 
stock 
Following a reorganization of the Briscoe Motor Co., 

Mich., and name to Earl Motors, Inc., 
notice has been filed of an increase in capital stock from 
$21,500,000 to $41,500,000, to provide for expansion. Clarence 


\. Earl, formerly vice-president of the Willys-Overland Co., 
Toledo, Ohio, is manager. 


Tackson, change of 


The Penn Seaboard Steel Corporation, Philadelphia 
arranged for the purchase of the plane and business of the 
Titusville Forge Co., Titusville, Pa., and to finance the 
acquisition, the company has arranged for an increase in 
capital from 350,000 to 700,000 shares of stock, no par value 
J. B. Warren 1s president. 

Electric Bond & Share Co., 71 Broadway, New York City, 
is arranging for an increase in capital stock from $20,000,000 
to $25,000,000,to provide for extensions in plants and system 
The Pennsylvania Power & Light Co., a subsidiary, is mak- 
ing extensive improvements to its plants at Allentown and 
Wilkes-Barre. It recently acquired the Wilkes-Barre Electric 
Light Co. 

The stock of the Instant Freezer Corporation, 
Springfield, Mass., has been increased from $25,000 to $500,- 
O00. The recently closed a contract with the 
Victor Saw Manufacturing Co. to produce 25 freezing 
machines a month. Paul Werder is president; Wallace 
McHolt, vice-president; secretary, and 
Harold Kittenger, treasurer 


; has 


capital 


company 


George Drabble, 


NEW INCORPORATIONS 


Crandall-Johnson Co., Stamford, Conn., $50,000, to manu- 
facture machinery Incorporators include A. I. Crandall. 

The H. A. Blake Machine & Sheboygan, 
Mich., $50,000, by Annie A. Blake and John 
A. Blake. 

Aqua Electric Heater Co., of Canada, Ltd., St. Hyancinthe, 
Que., $500,000, to manufacture electrical appliances. 
porators: Louis Augustin, Wilfrid Girouard and 
A. Morin. 

Zideck Adjustable Radiator Core Co., New York City, 
$45,000, to manufacture automobile radiator equipment. In- 
corporators: M. Cogin, M. E. Cohn and J. M. 
Broadway. 


Foundry Co., 


Blake, Jessie P 


Inc or- 
Cornelio 


Richman, 42 


Cloutier Harrow Co., Ltd., Wilmington, Del., $250,000, to 
manufacture agricultural implements. The 
represented by the Colonial Charter Co., 
Wilmington. 


company is 
Ford Building, 
Newburyport Metal Stamping Co., Newburyport, Mass., 
has been incorporated to manufacture metal stampings and 
tools. Incorporators include W. G. Fisher, W. F. 
and N. Russell. 


Springs & Auto Parts, Ltd., Toronto, Ont., has been in- 
corporated to manufacture motors, engines and carburetors. 


Incorporators: Angus C. Heighington, Cecil Finlayson and 
William J. Dash. 


Runnells 


> 


Merger Tire & Tube Corporation, Buffalo, N. Y., 
by C. J. Allen, J. S. Knibloe and E. 
Mohawk street. 

Elymax Manufacturing Co., 115 North Desplaines street, 
Chicago, $50,000, to manufacture and deal in machinery and 


$50,000, 
H. Sturgeon, 40 East 


appliances. Incorporators: Harris Klain, John Kegresoon 
and Davis Froelich. 
The New York State Simplex Rim Corporation, Akron, 


Ohio, $500,000, by H. G. Wilder, B. W. 
McCutcheon. The company is 
Killean & Nye, Buffalo. 

Postal Equipment Co., Covington, Ky., $1,000,000, to manu- 
facture machines for stamp cancellation and mail distribution. 
Incorporators include William Frederick A 
and Harry W. Cordes. 

Alliance Brass Co., 
incorporated with a 
metal products. 
and George N. 


Thomas 


Welch 


represented by 


and G 
Penney, 


Peters, Fisher 


Ltd., Peterborough, been 
capital stock of $75,000 to manufacture 
Incorporators include Joseph A. O'Brien 
Gordon. 

Pump Co., 37 West Van Buren street, 
$10,000, to manufacture and deal in pumps and mechanical 
equipment. Incorporators: E. W. Lademan, J. M 

and William S. Jameson 


Tool Products, Inc., New Brunswick, N. T.. 
$150,000, to manufacture tools and machinery 


Ont.,. has 


Chicago, 
Thomas 


Messenger 


Incorporators: 


Arthur A. McCoy, Hiram D. Messenger and Raymond P 
Wilson, 46 Paterson street 

The Brass & Bronze Manufacturing Co., Ltd., Montreal, 
Que., $50,000, to manufacture copper, brass, bronze and other 


metal products Incorporators: 
Muer and Walter A. Merrill 
The Coremayo Manufacturing Co., New 
000, to manufacture engines and 
B. M. Costigan, J. Aguirre and F. 
is represented by B. 
The Tirrel Manufacturing Co., 
to manufacture pumps, 
spraying fruit trees. Incorporators: 
Troy, Mich., and G. E 


Archibald Stalker, Jean L. 


York City, 
motors Incorporators: 
C. McGurk. The 
B. Avery, 220 Broadway 


$250,- 
company 


Bridgman, Mich., $60,000, 
engines, devices and equipment for 
Leslie L. Tirrel, New 
Howard and W. H. Gast 


Daetsch & Woodward, Inc., Brooklyn, N. Y., $50,000, to 
manufacture dies and lasts. Incorporators: N. L. Wood- 
ward, J. Daetsch and M. V. Woodward. The s 


1 
company i 
represented by M. S. Harris, 15 Park Row, New York City 
Walker Lubricating Oil & Refining Co., New York City, 
$2,000,000, by T. B. Walker, John J. Ford and W. D 
Walker. The company is represented by the 
Registration Trust Co., 900 Market street, 

The R. & D Inc., New York City, $150,000, to 
manufacture oil-handling systems and devices. Incorpora- 
tors: E. M. Souza, R. W. Matthews and J. F. Jacobs. The 
company is represented by Leventritt, Cook, Nathan & Leh- 
man, Trinity Building 


Delaware 
Wilmington, Del 


System, 


Taylor-Campbell Electric Ca: Ltd., London, Cnt... hes 
been incorporated to manufacture and deal in electrical 
machinery and equipment. The company has a capital } 


of $250,000. John M. Marshall, Earl L 


Incorporators: 


Campbell and Albert T. Taylor. 
K. O. Muehlberg Co., Manitowoc, Wis., $60,000, to take 
over and develop the business of Karl O. Muehlberg, Sr., 


manufacturer of boring and reaming tools for automotive 
shops. The incorporators are Karl ©. Muehlberg, Sr., 
Michael W. Mrotek and Karl O. Muehlberg, Jr. 


GENERAL NEWS. 


The Falls Foundry Co., Seneca, N. Y., recently 
rented the foundry of the Seneca Falls Manufacturing Co. 

Manning, Maxwell & Moore, Inc., announce the removal of 
their Boston office from 10 High street to 802, 99 
Chauncy street. 


The Hampden Corundum Wheel Co., Chester, Mass., prop- 


erty has been transferred to the Courtland Grinding Wheel 
Corporation, Chester. 


Seneca 


Room 


Crane Co., Chicago, has acquired the plant of the Glen- 
more Lubricant Co., Lima, Ohio, and will use it as a dis- 
tributing station for its various lines of products. 

The firm name of the Milwaukee Auto Engine & Supply 
Co., 760 30th street, Milwaukee, has been changed to the 
Milwaukee Motor Products Co. F. C. Meinhardt is secretary. 

The Wright-Alexander Tool Co., 201 Devonshire street, 
3oston, Mass., has been made New England representative 
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LUNKENHEIMER 


Cast Steel Valves 











The trend of power plant practice toward higher pressures and super- 
heat necessitates the use of valves made of materials peculiarly suited for 
this service. While pressure plays an important part in their selection 
total temperature is the deciding factor. The 800°F temperature limit 
for which LUNKENHEIMER CAST STEEL VALVES are recommended 
covers every requirement of modern practice and provides a margin of 
safety which insures efficient and economical service. 








Lunkenheimer “‘Valve-Steel’’, melted by the electric process exclusively 
and with a definite regulation of each step in the foundry, provides a 
metal structure both homogeneous and free from casting defects and 
highly suitable for valve service. The valve trimmings are monel. 


There is a constantly growing field for LUNKENHEIMER CAST 
STEEL VALVES because users demand Valves of established merit. 
Are you sharing in this desirable and profitable high pressure and tem- 
perature valve business? 


CONCENTRATE ON LUNKENHEIMER PRODUCTS 


THE LUNKENHEIMER ce: 


—=" QUALITY "=—— 


LARGEST MANUFACTURERS OF 
HIGH GRADE ENGINEERING SPECIALTIES 
IN THE WORLD 
NEW YORK 


BOSTON 
cHicaco —_— CINCINNATI, U.S.A. = London or 
EXPORT DEPT. 129-135 LAFAYETTE ST.. NEW YORK 
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for the Craftsman Tool Co., Conneaut, Ohio, line of rotary 


nulling machines. 
‘ Chain & Manufacturing Co., 
plant of the Sandusky 


S« ville, ( Yhio, has 


For 


Union 
purchased t 


Phe 
} - 
tine former Drop 


} 
nen 


Co., Sandusky, Ohio; will move to its new quarters w 
alterations have been made 
Phe Fort Wayne Engineering & Manufacturing Co., Fort 


Wayne, Ind., manufacturer of steam engine boilers and ain 

: ; A. : Phe 

compressors, has moved its Boston office from 195 High 
street to 75 Washington street, North. 

EK. DD. Giberson & Co., Inc., manufacturer of boiler tubes 

and steel tubing, is moving its general offices from 111 


York, 10 larger Barret 
Rector Street, 
Replacement Parts ¢ street, 
incorporated, will be a New Ens 
Richmond hammered piston rings manufactures 
Co., Richmond, Ind 


quarters in the 
New York City 


7m SO1 Beacon 


Broadway, New new 
Building at 40 

Phe 
Mass., 
agent tor the 
by the 


recently land sales 
l 
Richmond Piston Ring 


American Chain Co. has transferred its general sales 
export department offices to Bridgeport, Conn. Ther« 
remains at the Grand Central Terminal, New York City, 


the Southern district and Metropolitan ditstdict sales 


Che 





offices 


Superior Supply Co., Chicago, has been appointed direct 


factory representative of the Novo Engine Co., Lansing, 
Mich., and will handle the sale of the Novo line of portabl 
power-driven outfits, including pumps, compressors, saw rigs 


and hoists 

\ new office has been opened at 811 Dixie Terminal Build 
ing, Cincinnati, by tme United States Cast Iron Pipe & 
Foundry Co., Burlington, N. J. P. T. Laws, assistant works 
manager, will the new office headquarters and_ sales 
will be in charge of Harold G. Henderson. 


Machine Works, Inc., West Pittston, Pa., 
appointed the English Tool & Supply Co. exclusive 
ent for its rotary pump line in the Kansas City district. 
The English Tool & Supply Co. specializes in the marketin; 
of tools and supplies for railroads, machine shops and mills 

Che plant and business of the IP. Wall Manufacturing Co., 
Northside, Pittsburgh, manufacturer of oil tanks and 
blow torches, has been acquired at $600,000 by Page Brothers 
& Co., Pittsburgh. Vhe new owner will organize a 
at once to continue production at the plant, under the 
agement of Frank T. and John M. Irwin. 

The Jenssen Engineering Products, Ltd., Power Building, 
Craig street, West, Montreal, Que., recently organized, has 
taken over the business and plant of the Power }.quipment 
& Supply Co. The personnel comprises L. N. Jenssen, J 
Corcoran, J. A. Smith and F. W. Ward. The company 
analyze industrial problems, make recommendations 
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will 


an 


supply materials, machinery and equipment 

Phe plant and equipment of the Anthracite Briquette Co., 
\shbridges Bay, Toronto, Ont., has been purchased by the 
Financial Underwriters, Ltd., 88 Bay street, Toronto. Under 
the new management a briquette made by the famous Dutch 


similar to Nukol, will be rpoduced H. F 


oil process, 


Slater, president of the Financial Underwriters, Ltd., states 
that the newly acquired plant will be added to the assets of 
the Nukol Fuel Co., Ltd 

Payne Dean, Ltd., 103 Park avenue, New York City, manu 
facturer of control for electrical operation of water, gas and 
high pressure steam valves, has established offices in Pitts 
burgh and Chicago. A. H. Kohlbusch, superintendent of 
construction for the Public Service Electric Co., has been 
placed in charge of the Chicago office in the Lumber Ex 


change Building, 11 South La Salle street. C. J. Burrage, 
formerly of the engineering department of the Cutler-Ham 
mer Manufacturing Co., is in charge of the Pittsburgh 
in. the Building. 


office 
Bessemer 
Milwau 
device s for la 

with the SF 


The Richardson-Phenix Co., 118 Reservoir avenue, 
kee, manufacturer of automatic lubrication 
and tractors, has consolidated 
Fort Wayne, Ind., gasoline and oil pumps and 
torage systems, the combined $10,000,000 
‘| he pe rsonnel of both concerns is retained, except Louis ke 
Strotman, vice and | manager of the Mil 
company, who is seriously ill, and retires. He is 
succeeded by S B Bechtal, VICE president of the Bowser 
J. William Peterson, president of the Richardson-Pheniy 
company, has been elected vice-president of the Bowser Co 
Headquarters will be at Fort Wayne, with works and branch 


Milwaukee 


chinery, tools 
Bowser ( ©. 
assets exceeding 
president general 


waukee 


Co 


offices in 


CLASSIFIED ADVERTISEMENTS 
ssificd Lin : = as 0 ) ait = Sige gol u “pi : . a 


rtios ( nt no words to a 


SALESMEN WANTED 


WANTED—A mill machiner 
sman to take charge 
Must be not 


saw mill experience, and be competent to make complete plans 


thoroughly experienced — say 


sale Mf our wood-working machinery depart 


over 35 years of age, and have had practi 


ment 


vood-working plants. A man who has had a course in mechani 


1 


engineering preferred. Salary will depend upon man’s ability t 


sell) machinery \ddress the Reichman-Crosby Co., Memphi 
Pen 
SITUATIONS WANTED 
WANTED—Position by sales engineer; 13 years experience 


power transmission machinery, factory and mill equipment and 
supplies, elevating and conveying machinery. Experience: 
design, installation, executive, estimating and sales work. Address 
No. 694, Care MILL SUPPLIES, 537 S. Dearborn St., Ch 
WANTED—By stenographer with three years’ 
in mill supply work, position with established mill) supp! 
1 Possess thorough knowledge ot 


covers 


cago 


experrence 


house or industrial concern 


veneral office work, heavy hardware, factory and mill supply 
terms Best references \ddress No. 698, care MILL SUI 
PLIES, 537 S. Dearborn St., Chicago. 

WANTED—An experienced and thoroughly high-class specialty 


for 
January 1, 


salesman desires reputable factory connection South and 
West (other territory would be considered ) 1922 
Stands high with mill supply jobbers and jobbing hardware buyers 
Reference furnished and required. Address No. 695, Care MILI 


SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Educated and experienced mill supply nia, 
open for position. Twelve years manager of large Souther 
corporation Four years on road, covering Atlantic and 
Pacific states. Well acquainted with jobbers and have | 





following. \ddress No MILL. SUPPLIES: 
S. Dearborn St., Chicago. 

WANTED—A man with executive ability, age 34, 
well acquainted with jobbing and manufacturing trade, 
tion branch manaver, or 
five good accounts on comission Now 
Address No. MILL SUPPLIES, 


St., Chicago 


oY, care 


married, 
desires 


rour o 


a connec as sales manager, 


Manarer ol sales 


700, care 337, S. Dearborn 


MILL SUPPLY MAN WANTED 


WANTED—Experienced mill supply man capable of tak 
ing full charge of well established mill supply departmer 
in. Virginia Only those having executive ability nd 
experience need apply Good position for right art 
Address R-42, care MILL SUPPLIES, 537 S. Dearbo Sk: 


Chicago, Ill. 


FOR SALE. 


3 Triumph steam generator, nearly ne 


Holland, Mich 


No 


federal Stamping Co... 


SALE 


Inquire 


OPPORTUNITY FOR MANUFACTURERS 


FOR 


Cheap 


YOU can carry a stock of your merchandise in New York 
City in your own name at a minimum expense. Our servic 
eliminates the cost of an organization but produces the same 


results 697, Care MILL. SUPPLIES 


237 SS 


For particulars address No 
Dearborn St., Chicago 


SYSTEMATIZE YOUR STOCK ROOM 


—s-9r SW 
=. 5* Da } cards for all 
pg ge EW‘ labeling the 
CAP SCR of mill, plumbing, 
as, and water upply railroads, 
, oll refineries, coal mining 
automobile and truck manufacturers, machin 
tools, and agricuitural manufacturers, hard 
ware, ete. Send for catalogue, samples and free copy oi 
booklet: How to Systematize the Stock Room Haddon 


sin Label Co., Haddon Heights, N. J. 


labe ] 


s and supplies 


million printed 


httine 


have Ove! two 
kinds ol 
bins in the stock rooms 
electrical, steam, 
shipbuilders, machine 


companies, iron 


mine, 
house  y 
shops, foundries 
and steel mills, 


ery, implement 
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Our Line i 


Air Cocks esis Geeks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 








STERLING & SKINNER MFG. Co. 


DETROIT, MICH. 








Every ARGUTO You Sell Means 
Profit plus a Satisfied Customer 


Here is one of hundreds of letters showing 
the many places where nothing else will give 
the same service as ARGUTO: 


“The ARGUTO Bearings with which we 
equipped our high speed sates pulleys—about 
2400 Rk. P. M.—have filled our requirements in 
every respect, in that they have eliminated 
ll noise, attention and oil cans 

“Prior to putting in \RGU- 
re) Bushings, these loose 
pullevs were a source of 
ereat deal of trouble and ex 


pense 
| Sc. 


ARGUTO Bearines are good for 
speeds far higher than this and 
save your customers money 
same time they make you 
i handsome profit 


Write for jobber prices. 








ARGUTO OILLESS BEARING CO. 


Smoother than grease. Pioneer Manufacturers of Oilless Bearings 
Outwears the best 1I5t Berkley Street, Wayne Junction 
bronze metal, Philadelphia 























ARGUTO srnaines) | 








As We Have Said Before— 


UR Policy is one of Trade Pro- 


tection. It is coincident with yours. 
It's reciprocating. It works both ways— 
for your interests and our own. To war- 
rant your continued help and confidence, 
we make our goods as GOOD as they can 
possibly be made — advertise them to the 
consuming trade —create the demand and 
depend upon YOU entirely to supply it. 


And—remember, the Prices we offer 
you are such that you can easily re-sell 
Williams Specialties at a reasonable price 
and make a good, substantial Profit besides. 


Now, please, don’t procrastinate. 
Surely, you can see that your acquaintance 
coupled with ours must lead to Mutual 
Profit, so write us Today and get full details 
of our Exclusive Agency proposition. 


The D. T. Williams Valve Company 


Spring Grove and Township Street 
CINCINNATI, OHIO 
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COCHECO 


Our first grade, back 
bone center stock belt 


T is impossible to build a hetter belt than our Co 
| Into this grade go the finest leather and the 
ireful and oepere. workm wan ip peer to i 
iking checo 7 ears ag 
h kh standart L, re fus ng at all 
neet vicious price cutting by low- 
It buyers ers yw that, whether pro- 
ear or next year, the quality was 








v-)p ‘ ee neither is its cost exor- 
hitant We simp put into this belting the very best 
of stock and tnt inship pene sell it on the closest o 
margins be elting buyers everywhere testify to its econ- 
omy and af ability 


I. B. Williams & Sons 
DOVER, N. H. 


71-73 Murray St. 14-16 N. Franklin St. 157 Summer st, 
New York Chicago, Ul, Boston, Mass. 
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When writing to Advertisers please mention Mitt Supplies, 





























WAULL, QUIPIPILWES 


READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 


*Member American Supply 
For 


ACCESSORIES, AUTOMOBILE 


Detroit Brass & Malleable Works, 
*Empire Tire & Rubber Corp. 
*The Lunkenheimer Co. 

*The Wm. Powell Co. 
APRONS, LEATHER 

California Tanning Company. 
*Chicago Belting Co. 


*Chicago Rawhide Mfg. Co. 


ARBORS 


*Detroit Twist Drill Co. 


& Machinery Manufac turers’ 
Location of Advertisements see Alphabetic: 


*Chicago Rawhide 
*New York 
*Chas, A. 
“oT. B. 


Mfg. Co. 

Leather Belting Co. 

Schieren Co. 

Williams & Sons. 

BELTING, RUBBER 
& Rubber Corp. 

ich Rubber Co, 
Belting & Packing Co. 

Belting Co., Ine. 
BELTING, THRESHER 

Belting 


*Empire Sa 
*The B. : 
*New York 
Republic 


Good: 





Carton oO. 
Rubber 


*Empire Tire & Corp. 
BABBITT METALS Gandy Belting Co. 
: 5 *New York Belting & Packing Co. 
*Dodge Sales & Engineering Co. *I. B. Williams & Son 
*w. A. Jones Foundry & Machine Co. *Victor Balata & Textile Belting Co 
*Medart Patent Pulley Co. BELTING, TRACTOR j 
BALLS, STEEL, BRASS, BRONZE, ALUMI- Garton Relting Co. ; 
NUM, MONEL AND BELL METAL, Winter Walaa Waxtile dolkine Ga 
SOLID AND HOLLOW . 
3ELTING, TWISTE 
ies sce reereeealens Say aie BELTING, TWISTED 


BARRELS, STEEL SHIPPING 


Wm, B. Scaife & Sons Co. 


BARRELS, TUMBLING 
*Royersford Foundry & Machine Co, 

BEARINGS, BRONZE 
*Sherwood Manufacturing Co. 

BE ARINGS, ROLLER 
*“The Reeves’’—Reeves Pulley Co. 


*Royersford Foundry & Machine Co. 
BEARINGS, SHAFT 


*Bond Foundry & Machine Co. 


*Dodge Sales & Engineering Co. 
*The Hill Clutc oO 
*W. A. Jones Foundry & Machine Co. 








*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Valley Iron Works 
Ty, B ood's Sons Co 
BELT DRESSING 
*Alexander Brothers 
“Durapu American Agramid Corp. 
ex’ h o Belting Ce 
go I Mfg. Co 
Belting Co., Th 
4. Schieren Co. 
BEL FASTENERS 
*Flexible Steel Lacing Co. 
_BE LT LEATHER 


LACINGS, 











Brothe 
Beltir 
Raw Mfg. Co 
} o’—I, | Williams & Sons. 
BELT LACINGS, METALLIC 
°F lexit Ste I ng Co 
BELT TIG HTENE RS 
Sales & Engineering Co 
Jones Foundry & Machine Co 
t ent Pulley Co 
Py Co. 
Iron W<« 
oy. J Wood's Sor i 


BELTING, 
*Victor Balata & Textile 
BELTING, 


BATLATA 
Belting Co. 
CANVAS STITCHED 











& Rubt Corp. 
I Gar B ng Co 
3 ing Co Inc 
tosse e-Reddaway Belting & Hose Co 
*Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Relting Co 
Rubbe Corp. 
g & Packing Cc 
\ Beltin 
7? tile Belt 
. COTTON, SOL ID WOVEN 
Rossenda Reddaway Be se ( 
*Victor Balata & Textile 
BELTING, meee a5 GNATED, BLACK 
Gandy Beltir 1 
BEL TING, LEATHER 
Bros 
ting Co 
tawhide Mfg. Co. 
& Beltir ( 
nn & ci 
chieren Co 
Met 1 I ting Co 
Chas. Bond & Co Philadelp} 
ims & Sor 





BELTING, 
H. W. Caldwell & 
Howe, Chain Company. 
*Chas. A. Schieren Co 


B CLTING, 


LINK 


Son Co. 


ROUND 
*Alexander 
*Chicago Belti 








*Alexander Brothers 

*Chicago Rawhide Mfg. Co. 
BELTING, WATERPROOF 

*Alexander Dread ight—Alexander 

*Chicago Belting 





Bros 


Co, 





*Chicago Rawhide Mfg. Co 
Gandy Belting Company 
***Marine’’—McCauley Belting Co. 
McLeod Leather Belting Co 
Geo. Rahmann & Co 


*Chas. A. Schieren Co. 
*I. B. Williams & Sons 
*Victor Balata & Textile Belting Co. 


BELTS, WELL DRILLING 





*Empire Tire & Rubber Corp. 
*Victor Balata & Textile Belting Co. 
BENCHES (WORK) JEWELERS 
Leiman Bros 
BENCH LEGS 
*W. A. Jones Foundry & Machine Co 
*Standard Pressed Steel Co 
—- a= ER, AND EXPANSIVE 
*‘Pexto’’- eck, Stow & Wilcox Co. 
pho KS, CHAIN 
*Wright Mfg. Co 
*Yale & Towne Mfg. Co 
BLOCKS, PILLOW 
1dry & Machine Co 





BLOWERS, FLUE 
fanufacturing Cc 








es) woo 
BLOWERS, SANDBLAST 
I Ri 
_ BOARD, FRICTION 
WwW. O & Sons 
BOL! “i R, RANGE, GALVANIZED 
W. B. Scaife & Sor Co 
BOLT CUTTERS 
°H K. Port Eas ‘New Easy,” ‘“‘Allen- 
Randé 
BOI TS, CONNE — ROD 
*Ferry ¢ I Ss Ww 
BOL! TS, KING 
*Ferry Cap an S w Co 
BOLTS, ‘NM TS AND SCREWS 
*The Nation \ Company. 
*Standard Pr st Co 
BOLTS, SPRING 
*Ferry ( t nd Screw Cx 
BRACES, BIT 
Pexto’ rr Pe Stow & Wilcox 
BRACKETS, WALL 
*Bond Four y & Machir Ce 
“VV 4 M 
*Me ter Pulley 
*Valley Iron Wo 
BRASS GOODS, STEAM 
an Injector 
Crar x 
Detroit I & M Works 
eT} Lunkentl me Cc 
*Mel & Ro s ¢ 
*S] Mar I ¢ 
rT) W Powe Ce 
*St ng & Skinner Mfg. ¢ 
*The D. T liams Valve Co 
BRASS oe DIES 
Pittsburgh St p Ce 
BRONZE Bt SINGS AND BARS 
*Sherwood Manu t ng Co. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
*Indianapolis Brush & Broom Mfg. Co. 
*T he Joseph Lay Co. 


Association. 
Index to Advertisers. 


BRUSHES, BENCH, FLOOR, ETC, 








Indianapolis Brush & Broom Co. 
*The Joseph ay ‘o. 
BUCKETS, ELEVATOR 
W. H. Caldwell & Son Co. 
Howe Chain Company. 
*W. A. Jones Fdy. & Machine Co. 
alem’’—Mullins Body Corporation 
BUILDERS’ HARDWARE 
Peck, Stow & Wilcox Co. 
BUSHINGS, PULLEY 
Arguto Ojilless Bearing Co. 
CANS, OIL AND SUPPLY 
Eagle Manufacturing Co, 


CAR-MOVERS 
-Moving Co. 


CASING, WELL 
1 Tube Co. 


*Appleton Car 


Nationa 


CASTINGS, Por ASS, — AND 
LUMIN 
*Sherwoeod Manufacturing : eine ny 
CASTINGS, GRAY AND MALLEABLE 


& Malleable 
Iron Co 
nufacturing Co 


CATALOGS, SUPPLY HOUSE 
*R. R. Donnelley & Co. 
*Wynkoop Hallenb Crawford Co. 

CEMENT, LEATHER BELT 


Brothers. 


Detroit Bras Works 


Illinois Malle: 
*Sherwood Mar 






Sons 


eck 


*Alexande 











*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Cocheco—I. B. Williams & Sons. 
*Chas. A. Schieren Co. 
CHAIN BELTS 
H. W. Caldwell & Son Co. 
Howe Chain Company 
*Ww. A. Jones Foundry & Machine Co 
CHAIN, COIL, CONVEYOR, DREDGE, LOAD- 
ING, LOGGING, ETC 
How Shain Company 
CHECKS AND BADGES 
Pittsburgh Stamp Co., In¢ 
CHEMICALS AND CHEMICAL SPECIALTIES 
FOR MILLS AND INDUSTRIAL PLANTS 
Ar n Ag i Cory 
CHISELS, C —— E NTE Rs’ 
Pexto’—The Peck, mwee&W x CO 
( HU CkKs, DRILL 
| troit Twist y” Co 
*Skinn Chue Col ny 
CHUCKS, LATHE 
Pare ( 1 ompany 
*“Sweetiand The Hoggson & Pett Mfg. Co 
CL saab nl BELT 
I B. We Sons ¢ 
CLAMPS, “C” 
Machinists’ and Toolmakers’ 
*Armstrong Bre Tool C« 
CLIPPERS, BOLT 
*H. I Porter. 
CLOSETS, FROST PROO!I 
Je A. Voge Co 
CLUTC on Ss, FRICTION 
lac in 4 
or Co 
ifting Co. 
neering Co 
30., The 
Jones Fdy. & Mach. Co, 





* Med: rt P 
*The Moore 


tent Pulley Co. 
& White Co. 


*Geo. W. Pyott Co. 

*“The Reeves’’—Reeves Pulley Ce 
*Valley Iron Works 

*T. B. Wood’s Sons Co 


COCKS, AIR 


jector C¢ 





ible Works 
Mfg. Co 
COCKS, BALL 
®*Petroit Lubricator Co 
*McRae & Roberts Co 
*The Sterling Skinner Mfg. Co. 








When writing to Advertisers please 


mention Mitt Supp ties. 

















COCKS, CORPORATION 


Crane Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 


COCKS, 

*American Injector Co. 
Crane Co. 
*Jenkins Bros. 
*The Lunkenheimer Co. 
**“Ohio’’—The Ohio Brass Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 

COCKS, STEAM AND SERVICE 
Crane Co. 
Detroit Brass & Malleable Works. 


GAUGE 


*The Lunkenheimer Co 
*McRae & Roberts Co. 
*The Wm. Powell Co. 


*The D. T. Williams Valve Co. 


COLLARS, SHAFT 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 

*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 

*Vailley Iron Works. 

*J. H. Williams & Co. 

*T. B. Woods’ Sons Co. 


COMPOL ND, 


e Grapl 


= nig JOIN 


Superic 





¢ OPPERS, SOL DERING 
Chicago Solder Co. 


COUNT ERSHAF TS 


*T. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
COUPLINGS, MOTOR 
Birkle Machine Works. 


*W. A. Jones 


Foundry & Machine Co. 
COUPLINGS, SHAFT 

*Chicago Pulley & Shafting Co. 

*Dodge Sales & Engineering Co 

°*W. A. Jones Foundry & Machine Co. 

*The Hill Clutch Co, 

*Medart Patent Pulley Co. 

*Royersford Foundry & Machine Co 

*Spiro—Bond Foundry & Machine Co. 

*Standard Pressed Steel Co. 


*T. B. Woods’ Sons Co. 

COUPLINGS, SHAFT, FLEXIBLE 
*W. A. Jones Foundry & Machine Co. 
*T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, FRICTION CUT-OFF 
The C yh = agg Machine 
*The Hill Clutch C 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 

*Valley Iron Works. 
*T. B. Wood's Sons Co. 

CRABS, HOISTING 
Towne Mfg. Co. 

CUP LEATHERS 
*Alexander Brothers. 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 

CUPS, OIL AND 
*American Injector Co, 

Crane Co. 

*Detroit Lubricator Co 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 
*Sherwood M: anufacturing Company. 
*D. T. Williams Valve Co 

CUPs, PRIMING 

Lunkenheimer Co. 
CUTTERS, BOLT, 
*H. K. Porter. 

CUTTERS, MILLING 
*Detroit Twist Drill Co 

CUTTERS, PIPE 

*The Borden Company 
*The Curtis & Curtis Co. 
*Toledo } Threading 
CUTTERS, 

*H. K. Porter. 
CUTTING DIES FOR LEATHER, PAPER AND 

CLOTH 


*The 


Co 


*The 


Yale & 


GREASE 


*The 
RIVET AND WIRE 


pe 





Machine 
STORAGE 


Co. 
BATTERY 


Hoggson & Pettis Mfg. 
CUTTING AND GRINDING 
“Tuloyl''—American Agramid Corp 
CYLINDERS, WATER, AIR OR GAS 


Co. 


OIL 


National Tube Co. 

Wm. B. Scaife & Sons Co. 

CYLINDERS, WATER, BRASS AND BRASS 
LINED 

F. E. Meyers & Bro 


DIES, BOLT THREADING 
*The National Acme Company. 


DIES, BRASS AND STEEL, LETTERING AND 
PRINTING 


Pittsburgh Stamp pany, 


Con 


Inc 


DIES, PIPE THREADING 
*The Borden Company. 
The Oster Mfg. Co. 


*Toledo Pipe Threading Machine Co. 
DISINFECTANTS 
American Agramid Corp. 


KRULL QUPPLUES 








DOGS, LATHE 
*Armstrong Bros. Tool Co. 
DRILLING POSTS 

*Armstrong Bros, Tool Co. 
*Lovejoy Tool Works 
DRILLS, BIT STOCK, FOR WOOD OR METAL 
*Detroit Twist Drill Co. 

DRILLS, BREAST 
—The Peck, Stow & Wilcox Co. 

DRILLS, ELECTRIC 


**Pexto” 





Knight Engineering & Sales Co. 
Lovejoy Tool Works 
el Electrical Tool Co, 
Wodack Electric Tool Corp 
DRILLS, POST 
*The Crescent Machine Co. 
DRILLS, RATCHET 
*The Armstrong Bros. Tool Co. 
*Lovejoy Tool Works 
“‘Pexto’—The Peck, Stow & Wilcox Co. 
DRILLS, TWIST 
Cleveland Twist Drill Co “Cleveland,” ‘Pat 
agon,”” *‘Mezzo.’ 
*Detroit Twist Drill Co. 


*Whitman & Barnes Mfg. Co. 


DRILLS, WIRE GAGE 
*Detroit Twist Drill Co. 
ay a . iaeeaecenatans 

Williams & ‘ 

DRU om, “CAST IRON 
Jones Foundry & Machine Co. 
Patent Pulley Co, 
Wood's Sons Co. 

DRUMS, STEEL RIM 
*Medart Patent Pulley Co, 

EJECTORS 
*American Injector Co. 
*Sherwood Manufacturing Company. 
ELIMINATORS, OLL 

*The D. T. Williams Valve Co. 

ENGINE AND BOILER FITTINGS 
*American Injector Co. 
Crane Co. 
*The Lunkenheimer Co. 
*Mc Rae & Roberts Co. 
Pickering 
Wm. 
*Sherwood 


>. T: 


*y. H. 


OW. Mi. 
*Medart 
*T. B 


Governor (Co 
Powell Co. 
Manufacturing Co. 
Williams Valve Co. 
ENGINES, HOISTING 
Fitler & Todd Co. 
EXPANDERS, BOILER TUBE 
*Lovejoy Tool Works 
FASTENERS, 
*Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PORIFIER 
*Dodge Sales & Engineering Co, 
Wm. B. Scaife & Sons Co. 
FILES 


Somers, 


BELT 


*Delta File Works. 
*Nicholson File Company. 


FILLERS, OILLER 


Eagle Manufacturing Co. 
FILTERS, WATER 
Wm. B. Scaife & Sons Co, 


FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works. 
FITTINGS, PIPE, MALLEABLE 
Crane Co. 
Detroit Brass & Malleable Works. 
Illinois Malleable Iron Co. 


FLOOR STANDS 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co, 
*The Hill Clutch Co. 

*w. A. Jones Foundry & Machine Co, 
*Medart Patent Pulley Co. 

*T. B. Wood's Sons Co. 


*Valley Iron Works. 

FLUX, SOLDERING, ACID, 
AND STEARIN 

Solder Co. 

FLY WHEELS, CAST IRON 

Sales & Engineering Co. 


PASTE, ROSIN 
E 


Chicago 


*Dodge 


*The Hill Clutch Co, 
*w. A. Jones Foundry and Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood's Sons Co. 
FORGES, RIVET 


*Lovejoy Tool Works 


FRAMES, WALL 
*Bond Foundry & Machine Co, 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co, 
*Valley Iron Works. 
*T. B. Wood's Sons Co 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
GAGES, WATER 
*American Injector Co. 
Crane 
Detroit 


Co. 

Brass & Malleable 
*PDetroit Lubricator Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Ohio Brass Co. 

*The Penn Engineering Co. 
*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 


Works 


GASKETS 


*jJenkins Bros. 


*New York Belting & Packing Co. 
GEARS 
H. W. Caldwell & Son Co. 


*Dodge Sales & Engineering Co. 

*Ww. A. Jones Foundry & Machine Ce. 
*Medart 
*Pyott 


Patent Pulley Co. 
Geo. W., Co. 
GEARS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 
*W. A. Jones Foundry & Machine Co 
GLUE HEATERS 

International Electric Company 
GOVERNORS, FOR STEAM AND GASOLINE 
ENGINES 


The Pickering Governor Co., Portland, Conn 
GRAPHITE, FOR ALL PURPOSES 
Superior Flake Graphite Co. 


GRATES, BOILER 
*Valley Iron Works. 


GREASE, LUBRICATING 


Adam Cook’s Sons. 
*Royersford vowundry & Machine Co. 
Superior Flake Graphite Co. 


GRINDERS, ELECTRIC 
*U. S. Electrical Tool Co, 
Wodack Electrie Tool Corp. 
GRINDERS, TOOLS, ROLLER BEARING 
"Chicago Pulley & Shafting Co. 
GUARDS, ELECTRIC LAMP 
Steel Lacing Co. 
GUNS, OIL AND GREASE 
*Royersford Foundry & Machine Co. 
HAMMERS, HAND 
“Pexto’’—The Peck, Stow & Wilcox Co. 
The Warren Tool & Forge Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 
HANGERS, SHAFT 
*Bond Foundry & Machine Co 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Cluteh Co, E 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. ; . 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co, 


*Flexible 





: B. Wood's Sons Co. 
HATCHETS 
“Pexto”’—The Peck, Stow & Wilcox Co. 
HEATERS, GLUE, ELECTRIC 
Company 
S, CHAIN 


International Electric 
HOIS 
*Wright Mfg. Co. 





*The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
*Armstrong Bros. Tool Co. 
HOOKS, BELT 


*Flexible Steel Lacing Co. 
HOSE, COTTON 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
HOSE, FIRE 


*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co, 


*New York Belting & Packing Co. 
HOSE, RUBBER 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co, 
HOSE, STEAM 
Meet Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New york Belting & Packing Co. 
HYDRAULIC LEATHER 
*Alexander Brothers 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
INJECTORS 
*American Injector Co. 
*The Lunkenheimer Co. 
*Sherwood Manufacturing Company. 
*The Wm. Powell Co. 
INKS, MARKING AND STENCIL 
Pittsburgh Stamp Company, Inc. 
JACKS, LIFTING 
Tool Works 
LACE 
California Tanning 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. _ 
*New York Leather Belting Co. 
*Chas. A. Schieren Co. 
*I. B. Williams & Sons. 
LACING, BELT, METALLIC 
*Flexible Steel Lacing Co. 
LAMP GUARDS 
*Flexible Steel Lacing Co. 
LEATHER BELTING 
“Belting, Leather.” 


*Lovejoy 
LEATHER 


Company. 


(See 








When 


writing to 


Advertisers please 


mention MILt SUPPLies. 


























WLLL QUPPLIES 




















OTS er 


_— 


i, 





You are cordially invited HEY will close automatic- | 
when in Atlantic City to | aliy; they may be drained 


make the Crane Exhibit 


Rooms (1105-1107 Board- | when installed in horizontal | 
{ walk) your headquarters. 


<tu or vertical positions; the vital 
any mail addressed to you parts may be easily examined 


in our care. 


ky at any time. 


wae 
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SALES OFFICES, WAREHOUSES AND SHOWROOMS WORKS: CHICAGO AND BRIDGEPORT 
BOSTON ATLANTIC CITY MEMPHIS INDIANAPOLIS ST. PAUL SEATTLE 
SPRINGFIELD NEWARK LITTLE ROCK DETROIT MINNEAPOLIS TACOMA } 
HARTFORD CAMDEN MUSKOGEE FOUNDED BY R. T. CRANE, 1638 CHICAGO WINONA a 
mocwesten _waswinaron TULSA R OSHKOSH. neti SALT LAKE CITY 
L 

K R 
NEW YORK SYRACUSE be eee ad Cc AN E co. GRAND Rapips FARGO OGDEN 
HARLEM BUFFALO WICHITA » 836 S. MICHIGAN AVE DAVENPORT WATERTOWN RENO 
ALBANY SAVANNAH ST. LOUIS . ‘ DES MOINES ABERDEEN SACRAMENTO 
BROOKLYN ATLANTA KANSAS CITY OMAHA GREAT FALLS OAKLAND 
PHILADELPHIA KNOXVILLE TERRE HAUTE CHICAGO Sioux CITY BILLINGS SAN FRANCISCO 


READING BIRMINGHAM CINCINNATI MANKATO SPOKANE LOS ANGELES 


CRANE MONTREAL, TORONTO, VANCOUVER, WINNIPEG, CRANE-BENNETT, trp. 


LIMITED CALGARY, REGINA, HALIFAX OTTAWA LONDON, ENG, 


We are manufacturers of about 20,000 articles, including valves. pipe fittings and steam specialties, made of brass, iron, ferrosteel, 
east steel and forged steel.in all sizes. forall pressures and all purposes,and are distributors of pipe, heating and plumbing materials. 
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MULL GUiPiPILUES 

LATHES, SPEED *The Curtis & Curtis Co. NUTS AND SCREWS 
Leiman | The Oster Mfg. Co. *The National Acme Co. 

LEATHER SPECIALTIES *Toledo Pipe Threading Machine Co. OAKUM 
*Alexander Brothers. | MACHINES, PUNCHING AND SHEARING W. 0. Davey & Sona 

; Panning Vompal *Royersford Foundry & Machine Co. ine oa en , 
sChicage Belting Co. MACHINES, SHEET METAL WORKING a OIL WELL ACCESSORIES 
Chicago Rawhide Mfg. Co Peck, Stow & Wilcox Co. *The Wm. Powell Co. 

LEATHERS, HAND MACHINERY. WOODWORKING OLLERS, WELDED STEEL ‘ 

‘ r ng Compar °*The Crescent Machine Co. , Eagle Manufacturing Co. 

*Chicase Rawhide Mfg. Co Somers, Fitler & Todd Co. OILING DEVICES 
ee MALLETS AND HAMMERS, RAWHIDE — *Aoricar Injector Co. 
LEGS, BENCH ‘Ciieaae Raantdes Se De. Grane Co 
*\ \ ones Foundry & Machir ) site : i *Sherwood Manufacturing Company 
*Standa Pressed Steel Co - MATS AND a TING, RUBBER *The D. T. Williams Valve Co. 
LE D TERS AND I IGURES, STEEL eee an Fe cae ee *The Wm. Powell Co. 

Pittsburgh Stamp Co., Inc Siew tuck Gan A Petes aia OILS, SOLUBLE _ 
LUBRICANTS, BALL & ROLLER BEARING MERCHANDISE CONVEYORS Tuloyl American Agramid Corp. 
*Royerstord Foundry & Machine Co F. E. Myers & Bro. PACKING, AMMONTA 

LUBRICATORS METAL, BEARING *Empire Tire & Rubber Corp. 
*American Injector Co. *Dodge Sales & Engineering Co. *Hollow Center Packing Co. 
*Detroit Lubricator Co. *Medart Patent Pulley Co. Goodsell Packing Co. 
*The Lunkenheimer Co. *Reeves Pulley Co. *Montgomery Bros., Inc. 
"a Rae & Rob MILLBOARD *New York Belting & Packing Co. 
Th oe rings il oF WO W. O. Davey & Sons. PACKING, ASBESTOS 
e Nn. ro ell ~ " > > » . 
*Sherwood Manufa Company MILL LEATHERS, ALL KINDS *Empire Tire & Rubber Corp. 
*The D. T. Williams Vaive Co Chas. Bond Co., Philadelphia. one rweed & Co. . 
ioe *Chicago Belting Co. Hollow Center Packing Co. 
: MAC HINE TOOLS *The Chicago Rawhide Mfg. Co *Montgomery Bros., Inc. 

Ss ners er ‘od ri “ Wee ee ” " . - , , , 
Somers, Fitler & Todd Co. oie. ‘Chas, A. Sehioron Ce. PACKING, HYDRAULIC 
MACHINERY CLUTCHES MILL SUPPLIES *Chicago Rawhide Mfg. Co. 

The Carlyle Johnson Machine Co. Somers Fitler & Todd Co. *Empire Tire & Rubber Corp. 

*T. B. Wood's Sons Co. wi mesa MILL SUPPLY CATALOGS *The B. F. Goodrich Rubber Co. 
MACHINERY, COAL HANDLING rR. RD 7 - Ca ob Goodsell Packing Co 
*Dodge Sales & Engineering Co. eWyni orn ahd & Sons -_ *Greene, Tweed & Co. 
*The Yale & Towne Mfg. Co. Wynkoop Hallenbeck Crawford Co. *Hollow Center Packing Co. 
TT » * Nc gC > 3ros 
MACHINERY CONVEYING AND ELEVATING ,,, _ MOTORS, AUTOMOBILE *Montgomery Bros., Inc, 

H i. Caldwell & Son Co. Reeves Pulley Co New York Belting & Packing Co. 
*Dodge Sales Engineering Co. MOVERS, CAR are _ PACKING, LEATHER 
*The Hill Clutch Co, *Appleton Car-Mover Co Pm amen A Bros. ; 

Howe Chain Company MULE STANDS Wien tou ute © 
*W. A. Jones Foundry & Machine Co. Mme Foundry & Machine Co. eh a at really Oo. 

. . . as. A. SC ere . 
MACHINES, GRINDING AND POLISHING *Dodge Sales & Engineering Co. 2 sie 
*Royersford woundry & Wachine Co. , *W. A. Jones Foundry & Machine Co. PACKING, PISTON 4 
: a *Medart Patent Pulley Co. *Al xander Brothers 
. MAC _ . M ARKING, — IAL *Geo. W. Pyott Co -e Tire & Rubber Corp. 
sburgn : ip Company, *T. B. Woods’ Sons Co. s Packing Co 
MAC HINES, PIPE owesene & *Valley Iron Works *Greene, Tweed & Co. 
THREADING NAME PLATES *Hollow Center Packing Co. 8 
*The Borden Company. Pittsburgh Stamp Co., Ing *Montgomery Bros., Inc. 4 









































STANDARD 
U. S.S. & S. A. E. Cap Screws 
Milled or Upset 
U. S. S. Set Screws and 
Standard Studs 
S. A. E. Plain & Castellated Nuts 
SPECIAL 
Screw machine product up to 4” 
diam.—to specifications. 
Hardened and ground product 
—to specifications. 
THE NATIONAL ACME COMPANY 
CLEVELAND, OHIO 
New York Boston Chicago Detroit Buffalo 
Warehouses: New York, Chicago 
Factories: Cleveland, O.; Montreal, P. Q. 
| f 
When writing to Advertisers please mention Mitt Supprlizs 
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Cold Cutter Hot Cutter 


Blacksmith Tools 


I LACKSMITHS the 
on OUIKWERK 
they can be depended on indefinitely 
sturdy quality and constant 
Vice They're always made 
uniform, excellent 
heat-treated by our 
that they neither mushroom 


country over 
Pools because 


steel, 

special proce 
r spall. 
1 stock of QUIKWERKS 


customers for ve 


“nor spall. 
7 hey'l pee Joe 

The Warren Tool & Forge Co. 

258 Griswold St. Warren, Ohi 





) 


=) 















Weight 
3 Ibs. 


Capacity 
14 in. 





The Light, Dependable, Ever-ready 
ONE-HAND-Y Electric Drill 


Just right for drilling holes 


Specifications 


Length—8 inches 

Weight—3 pounds — 
(Lightest motor driven 
drill! on market) 

Capacity—'4 inch drill 
and smaller 


{ and smaller in all 
branches of the woodwork- 
ing, sheet metal and auto- 
motive industries. 


Motor — Westinghouse 
: 99° Universal type. 10, 
Materially reduces drilling 220, and 32 volt Ac 
an . r cooled. 
expense. Can be operated Ample “power con : 
= se itch al- 

constantly without tiring pcg Ben 
the operator. Guaranteed Grip—Pistol grip in. di- 
F > ° rect line with chuck, 
against defective workman- gives straight line 
pressure on drill bit- 


ship and material. minimizing breakage. 


Write nearest Office for Details 


Knight Engineering & Sales Co. 


30 W. Walton Place, Chicago 210 W. Seventh St., Los Angeles 








UPPILUES 





—all you need is this 
solder and heat” 


That’s what you tell your customer. Think 
what it means in getting and holding sol- 
der business. Fluxing—the hard part of 
soldering, the part that requires most ex- 
pertness, the part that takes most of your 
time and requires most explanation when 
you sell solder to the layman—that part is 
eliminated by 








The acid flux, scientifically prepared at the 
factory, is in the hollow core of this wire 
solder. Just before the solder is melted 
the flux is released and a perfect bond is 
the certain result. 
Send for a sample—use it yourself. When you see 
how much easier it is to do better work with this 
self-fluxing, genuine tin-and-lead solder, you'll 
know why itisin such great demand. It stocks 
two items is one; flux and solder. So it’s as easy 
to handle and sell, asto use. 

Sold in one-pound cartons, and 

on one, five and ten pound spools. 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue Chicago 


Direct Factory Representatives: 
The Faucette-Huston Co., Chattanooga, Tenn. 
Louis J. Ziesel Co., 216 Market St., San Francisco 











CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, Illinois 


Gentlemen: Please send me a free sample of Kester Acid-Core 
Wire Solder 


DE css osnccnsccsveinine ieniedinvdeolnucasiianiiaipaiiead tens vaysibudapasnoldumietaoninesavennnyecss 
CRITI is svecissnossuvacenccmnuaccsnsssncyonssevensosniveguacersséubsenacsupwabuceaennestveonessneusuiets 
PMO GDS cicinscsivicncvaciedacives apnevwcpeis dines ehabbnicidnaushsidekiavagwhaveteenebispeokeneeeestes ; 


Oar Sao FICUOG 1B iiocoicccscascisesvcasessvesusavvcsviaustssdeviucsvavsnvanabavas sicchreestecesus 
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PACKING, 
*Empire Tire & Rubber 
Goodsell Packing 
*Hollow Center Packing Co. 
*Montgomery Bros., Inc, 
*New York Belting & Packing Co. 
PACKING, ROD 
*Empire Tire & Rubber Corp 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, RUBBER 
*Empire Tire & Rubber Corp 
*The B. F. Goodrich Rubber Co, 
*Hollow Center Packing Co. 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, SHEET 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co, 
*Hollow Center Packing Co. 


RING 
Corp. 


Co 






*“Jenkins '96’’—Jenkins Bros. 

*Montgomery Bros., Inc. 

*New York Belting & Packing Co. 
PACKING, VALVE STEM 

*Empire Tire & Rubber Corp. 


*Greene, 
*Hollow 


Tweed & Co. 
Center Packing Co 


*Montgomery Bros., Inc. 

*New York Belting & Packing Co. 
a SOLDERING 

Chicago Solder C 


PEGS on. ‘PINS, 
*Chicago Rawhide Mfg. Co. 
PICKS 

The Warren Tool & Forge Co. 


RAWHIDE 





PIPE THREADING TOOLS 

*The Borden Company 
Crane Co. 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co 

PIPE, STEEL 
National Tube Co. 
Crane Co. 

PIPE, WROUGHT IRON 

Crane Co 
Somers, Fitler & Todd Co. 

PLATES, BASE 
*Bond Foundry & Machine Co 
*Dodge Sales & Engineering Co 
*Valley Iron Works 

PLATES, FLOOR AND CEILING 
Crane Co 
The Penn Engineering Co 
¥ LIERS 
The Peck, Stow & Wilcox Co 
PLUG, BRASS AND FUSIBLE 

*American Injector Co. 


PyAWune 











*The Wm. Powell Co. 

*Sherwood Manufacturing Company 
*The D. T. Williams Valve Co. 
POLES, TUBULAR STEEL 
Tube Company 


POWER TRANSMISSION APPLIANCES 

*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 
2 Carlyle Johnson Machine Co. 

Hill Clutch Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 

Pyott, Geo. W., Co. 
*Royersford Foundry & me hine Co. 
*Standard Pressed Steel 
*Valley Iron Works 
*T. B. Wood's Sons Co. 


PRESSES (DRILL) JEWELERS’ SENSITIVE 


Leiman Bros, 


PRESSES, DRILL AND FOOT 


National 


*Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co, 


PRINTERS AND BINDERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford 
PROTECTORS, ELECTRIC 
*Flexible Steel Lacing Co, 
PRUNING SHEARS 
Peck, Stow & Wilcox Co. 
PULLEY BUSHINGS 
Arguto Oilless Bearing Co. 
PULLEY COVERING 
*Chicago Rawhide Mfg. Co. 
PULLEYS, CAST IRON 
Birkle Maehine Works. 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*wWw. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
*Royersford Foundry & Machine Co. 
*Valley Iron Works. 


Co. 
LAMP 


“Pexto’’- 


*T. B. Wood’s Sons Co. 
PULLEYS, CONE 
*W. A.. Jones Foundry & Machine Co. 


*Saginaw Mfg. Co. 
*T. B. Wood’s Sons Co. 
PULLEYS, CONVEYOR 
Fs a Patent Pulley Co. 
3. Wood’s Sons Co. 


PULLEYS, FLANGE 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*w. A. Jones Foundry & Machine Co, 
*Medart Patent Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*Reeves Pulley Co. 


*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co. 


PULLEYS, FRICTION CLUTCH 

*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
*George W. Pyott Co. 
*Reeves Pulley Co. 
*T. B. Wood’s Sons Co. 
Valley Iron Works. 

PULLEYS, GROOVED 
Machine Works. 
Sales & Engineering Co. 
*Ww. A. Jones Foundry & Machine Co. 
*Reeves Pulley Co 
*The Ohio Valley Pulley Works, Inc. 
*Saginaw Mfg. Co. 
*Medart Pabeut Pulley Co. 


Birkle 
*Dodge 


*T. B. Wood's Sons Co. 
PULLEYS, HEADED 
*Dodge Sales & Engineering Co. 


*Medart Patent Pulley Co. 
*Reeves Pulley Co. 


PULLEYS, IRON CENTER 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*The Ohio Valley Pultey ‘Works, 
*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
°T. B. Wood's Sons Co. 


PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley 
*Reeves Pulley Co. 
*The Ohio Valley Puiley Works, Inc. 
*George W. Pyott Co. 
*Saginaw Mfg. Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 

PULLEYS, MOTOR 
oe Machine Works. 
A. Jones Foundry & Machine Co. 
Ohio Valley Pulley Works 


Inc. 


°The 











THE SKINNER DRILL CHUCK 


“New Model’’ 


Meets the Most Exacting Buyers’ Demands 








The most 


the jaws. 


that purpose. 
As in all 


of chuck 
‘New Model” 


Long 


years of 
faction 


have 








New 
Q4 


York Office 


Reade Street 


San 
Rialto 








Francisco Office: 
Building 


NEW BRITAIN,.CONN USA 
Established 1887 
Chicago Office : 


552 W. Washington Blvd. 


accurate, 
chuck made. The jaws are made of care- 
fully hardened steel ground true. The slots 
in which these jaws slide are accurately 
milled. The jaws are fitted to these slots 
and continuous, accurate service insured. 
The chucks are operated by revolving 
the sleeve by hand, thus opening or closing 
The final grip is secured by 
applying the spanner wrench provided for 


Skinner 
this drill chuck the result of years of intensive study 

requirements. 
Drill 
of the highest grade by skilled, 
Service 
established 


Illustrated Descriptive Literature Upon Request 


THE SKINNER CHUCK COMPANY 


139 Queen Victoria St., E. 


RHO 


adjustable drill 





Chucks, there is embodied in 
Properly designed, these 
Chucks are made of material 


trained mechanics. 
and continuous 
their 


satis 
superiority. 


London Office : 
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writing to 


Advertisers 


please mention Mitt Supp ies. 
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REGISTERED a S f E D : = 
en ee’ OOF:«sEvery Vescription 
EAYDRAULIC OP , 


Our Branded Products Distributed Through 


Agents 
Jobbers and Dealers Supplied Under Private 
Brands 
MONTGOMERY BROS., INC. 
MANUFACTURERS 


45 S. Second St. Philadelphia, U. S. A. 





STANDARD IRON 
MOTOR PULLEYS 
FROM 1%, TO 12 
INCH DIAMETER 
Shipped Within 24 


Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 


BIRKLE MACHINE WORKS—Chicago 




















MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 
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Enjoying dominance in their field for 
nearly half a century, Salem Buckets 
are known universally for their util- 


Assures prom ad 
erred ity and dependable service. 


clean delivery at a 
high speed. Corners 
and bottom are 
rounded. Made of 
one piece of mate- 

. No band on 
front edge. Bites in- 
to inaterial sharply 
as a shovel. 


Price-list on request. 


Mullins Body Corporation 
Stamping Dept. “A” 

102 Mill Street 

Successors to The W. J. Clark Co. 


SSE ——eEeEeEeEeEeEeEE 








One Man or a Dozen? __ 


What concern wouldn’t invest $5.00 to save 11] 
men’s time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded ears by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 


The ATLAS is a quick 


sure, profitable seller 








Write for discounts 
APPLETON 
CAR-MOVER 
COMPANY 
Appleton, Wis. 

















PORTER’S BOLT CLIPPERS 


“<Easy’’, “(New Easy’’, “‘Allen Randall’’ 





30 YEARS EXPERIENCE SENEFITS THE BUYER 
Ii a. aE 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 














Lovejoy 





No. 3 
Capacity 
1%” in steel 





High Speed—Light—Convenient 


Weight 4 poands 
Bronze bearings 
Spiral cut gears 
Westinghouse 
universal motor 


110 or 220 volts 
Speed 1600 R.P.M 
Nebaco chuck 
Handy switch 

\ir cooled 


Net Price $30.00 


Write us for Dealers’ Proposition 


Lovejoy Tool Works 
328 West Ohio St. 
Chicago, IIl. 
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E. T. RUGG & CO. 


— MANILA ROPE 


Write us today asking about our special proposition on Rope 


for supply houses. 


Dept. M. S. 


NEWARK, OHIO 


ap )t mm)t 
} | \eurss Manufacturers OCEAN BRAND MANILA With Green Thread [eee 
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Manufacturers OCEAN BRAND MANILA With Green Thread *)- 
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*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co 


PULLEYS, STEEL 
*Amer! n Pulley Company 
*Dodge Sales & Engineering Co. 
PULLEYS, STEEL RIM 
*Medart Patent Pulley Co. 


PULLEYs, STEP AND TAPER CONE 


*Dodge Sales & Engineering Co 

*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 

*T'he Ohio Valley Pulley Works, Inc. 
*George W. Pyott Co. 

*Reeves Pulley Co. 









B. Wood's Sons Co 
PULLEYs, WOOD SPLIT 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co 
*The Ohio Va y Pulley Works, Inc. 
*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
PUMPs, GAS AND VACUUM 
Leiman Bros 
PUMPS, HAND AND POWER 
F. E. Myers & Bro 
PUMPS, JET 
*American Injector Co 
*Sherwood Manufacturing Company 
PUMPs, MINE 
F. E. Myers & Bro 
PUMPS, OIL 





*Detroit Lubricator Co. 
Leir n Bre 
*The f.unke 


nheimer Co 
rit 


T! Pickering Gove1 
*Sherwood Manufacturing Company. 


nor €'¢ 


PUMPs, TANK 
F. E. Myers & Bro. 
PUNCHES AND DIES 
*Royersford Foundry & Machine Co. 
PUNCHES, SCREW 
*Lovejoy Tool Works 
PUNCHES, SHEET METAL 
Peck, Stow & Wilcox Co. 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works. 
RASPS 
*Delta File Works. 
*Nicholson File Company. 


RATCHETS 
*Armstrong Bros. Tool Co. 
REAMERS 
Cleveland vist Irill Co “Cleve 
“Peerless,” “Paradox” and “Quickset.’ 


*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 
REGULATORS, PRESSURE 
*The Ohio Brass Co. 
ROPE DRIVES 
*Dodge Sales & Engineering Co. 
H. W. Caldwell & Son Co. 
*The Hill Clutch Co. 
*Medart Patent Pulley Co. 
*T. B. Woods’ Sons Co. 
ROPE, MANILA AND SISAL 
E. T. Rugg & Company 
ROPE, WIRE 
Williamsport Wire Rope, Co. 


RUBBER GOODs, MECHANICAL 


Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*Jenkins Bros. 

*New York Belting & Packing Co. 


land,” 




















SAFETY DEVICES 
*The Crescent Machine Co. 
*Dodge Sales & Engineering Co. 
SAND BLAST OUTFITS 
Leman Bros. 
SAWS, BAND 
*The Crescent Machine Co, 
SAWS, SWING, CUT-OFF 
*The Crescent Machine Co 
SCREW DRIVERS 
The Peck, Stow & Wilcox Co. 
SCREW EXTRACTORS 
*Cleveland Twist Drill Co.—‘Ezy-Out.” 
SCREW MACHINES, AUTOMATIC 
*The National Acme Company. 
SCREW MACHINE PRODUCTS 
*The National Acme Company. 
*Standard Pressed Steel Co. 
SCREWS, CAP AND SET 
*Ferry Cap and Set Screw Co. 
SCREWS, SAFETY SET 
*Ferry Cap and Set Screw Co, 
*The National Acme Company. 
*Standard Pressed Steel Co. 
Strong, Carlisle & Hammond Co. 
SEPARATORS, OIL AND STEAM 
*The D. T. Williams Valve Co, 
SHAFTING 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*PDodge Sales & Engineering Co. 
*The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
*wWw. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
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Cast from Charcoal 
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BUCKETS 


STOCK 


Malleable Iron 


very strong, smooth and uniform through 


Immediate shipment of all Manufactur 
ers’ Standard sizes and styles generally 


Write for Catalog 121 


HOWE CHAIN COMPANY 
Muskegon, Michigan H. 
New York Office: 30 Church Street EL 








N. Y. 














Office 


Most Plumbers and Fitters Know Them as the 


“‘Dependable”’ 
Brass Goods 


and 
Malleable 


Fittings 


Not only through constant ad- 
vertising in trade papers but by 
29 years of actual experience 
with them. They are recognized 
by this trade mark. 





Sold Through Jobbers 


DETROIT BRASS & MALLEABLE WORKS 


Formerly Detroit Valve & Fittings and Detroit Brass Works 


Holden and Greenwood Ave., Detroit, Mich. 
(Metropolitan District Only) 66 Cliff St. 
ROMEYN SMITH, Eastern Sales Manager 


Pacific Coast Representative, 
. Culin, Underwood Bidg., San Francisco, Calif, 
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A Railway for Ideas 


WO business concerns with the same physical equipment and opportunities may 


enter the field at the same time. 


its competitor. You have seen it happen many times. 


better ideas. 


Business failures are nearly all failures of ideas. 


right ideas is the measure of success or failure. 


For every idea you originate, thousands are originated by others. 


Yet, within a year, one may forge far ahead of 


Because one had 


The ability to acquire and use the 


For every idea 


you believe may work, thousands are tested in the laboratory of experience. 


List of Members 


Each has subscribed to and is mai 
taining he highest standards 
editorial and adver 


SCVT 


Advertising and Selling 

American Architect & Architectural 
Review 

American Blacksmith 

American Exporter 

American Funeral Director 

American Hatter 

American Machinist 

American Paint Journal 

American Paint and Oil Dealer 

American Printer 

American School Board Journal 

Architectural Record 

Automobile Dealer and Repairer 

Automobile Journal 

Automotive Industries 

Bakers Weekly 

Boiler Maker 

Boot and Shoe Recorder 

Brick and Clay Record 

Buildings and Building Manage- 
ment 

Building Supply News 

Bulletin of Pharmacy 

Canadian Grocer 

Canadian Machinery & Mfg. News 

Canadian Railway & Marine World 

Candy and Ice Cream 

Chemical & Metallurgical Engi- 
neering 

Clothier and Furnisher 

Coal Age 

Coal Trade Journal 

Concrete 

Cotton 

Daily Metal Trade 

Distribution and Warehousing 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman 

Dry Goods Reporter 

Electric Railway Journal 

Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly 

Engineering and Contracting 

Engineering and Mining Journal 

Engineering News-Record 

Factory 

Farm Implement News 

Farm Machinery—Farm Power 

Fire and Water Engineering 

Foundry (The) 

Furniture Journal 

Furniture Manufacturer ard Artisan 

Furniture Merchants’ Trade Journal 

Gas Age Record 

Good Furniture Magazine 

Grand Rapids Furniture Record 


An idea developed in New York 
is of no use to a Californian un- 
less he hears about it. That is 
why there must be “railways” for 
ideas, channels for the exchange 
of constructive thought. 


Business Papers are the “IDEA 
RAILWAYS” which bring you 
the best ideas in the world inter- 
preted in terms of your particu- 
lar kind of business. They are 
hardly less important than the 
railways of iron and steel. With- 
out “Idea Railways” to effect a 
“meeting of minds” no _ sales 
could take place, no goods could 
be shipped. 


A Shipment for You 


Think of the money this service 
makes for you—saves for you. 
Conceive, if you can, of the in- 
creased expense and the crush- 
ing handicap which would be im- 
posed upon both you and the 
concerns from which you buy, 
were your “Idea Railways” to be 
abolished. 


The advertisers in these pages are pro- 
gressive merchandisers, using the eco- 
nemical sales methods, made possible 
by this particular “Idea Railway.” It 
pays to do business with people of this 
character. 


You are invited to consult us freely 
abeut Business Papers or Business 
Paper Advertising 


THE ASSOCIATED BUSINESS 


HEADQUARTERS: 


JESSE H. NEAL, Executive Secretary 


220 WEST 42nd STREET 


Haberdasher 

Hardware Age 

Hardware & Metal 

Heating and Ventilating Magazine 

Hide and Leather 

Hospital Management 

Hotel Monthly 

Hotel Review 

Illustrated Milliner 

Implement and Tractor Age 

Implement & Tractor Trade Journal 

Industrial Arts Magazine 

Inland Printer 

Iron Age 

Iron Trade Review 

Lumber 

Lumber Trade Journal 

Lumber World Review 

Manufacturers’ Record 

Manufacturing Jeweler 

Marine Engineering 

Marine Review 

Millinery Trade Review 

MILL SUPPLIES 

Mining and Scientific Press 

Modern Hospital 

Motor Age 

Motorcycle and Bicycle Illustrated 

Motor Truck 

Motor World 

National Builder 

National Cleaner & Dyer 

National Petroleum News 

Nautical Gazette 

Northwest Commercial Bulletin 

Northwestern Druggist 

Nugent’s, The Garment Weekly 

Oil News 

Oil Trade Journal 

Power 

Power Boating 

Power Farming Dealer 

Power Plant Engineering 

Price Current—Grain Reporter 

Printers’ Ink 

Railway Age 

Railway Electrical Engineer 

Railway Maintenance Engineer 

Railway Mechanical Engineer 

Railway Signal Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 

Sanitary & Heating Engineering 

Shoe Findings 

Shoe and Leather Reporter 

Shoe Retai'er 

Southern Retailer 

Southern Engineer 

Southern Hardware & Implement 
Journal 

Sporting Goods Dealer 

Starchroom Laundry Journal 

Tea and Coffee Trade Journal 

Textile World 

Welding Engineer 

Woodworker 


PAPERS, Ine. 


NEW YORK CITY 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TANKS 
STEEL SHIPPING BARRELS 





‘SCAIFE & sg 


PITTSBURGH, PA. 
38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST. NEW YORK 


0 





GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 








*Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co 
SHAFTING, TUBULAR (MATERIAL FOR) 
National Tube Cempany. 
SHEARS, SQUARING 
Peck, Stow & Wilcox Co. 
SHEAVES, MANILA AND WIRE ROPE 
*The Hill Clutch Co. 
°*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
*T. B. Wood's Sons Co. 
SLEEVES AND SOCKETS, DRILL 
*Lovejoy Tool Works 
SNIPS AND SHEARS 
*“‘Pexto’’—The Peck, Stow & Wilcox Co. 
SOCKETS, DRILL 
veland Twist Drill Co “Cleveland,” b« 
ect Double Tang.’ 
SOLDER, BAR AND WIRE 
Chicago Solder Company. 


*The Lunkenheimer Co. 
*Sherwood Manufacturing Co. 
*Sterling & Skinner Mfg. Co. 
Strong, Carlyle & Hammond Co. 
*The MeRae & Roberts Co. 

The Pickering Governor Co. 
*The Wm. Poweli Co. 

*The D. T. Williams Valve Co. 


STEEL STAMPS AND MARKING DIES 
*The Hoggson & Pettis Mfg. Co. 
Pittsburgh Stamp Co., Inc. 
STENCILS, SHIPPING 
Pittsburgh Stamp Co., Inc. 
STOCKS AND DIES 
*The Borden Company. 
Crane Co. 
The Oster Mfg. Co. 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co. 
r- STRAINERS 
*American Injector Co. 


STRAPS, LEATHER 


SOLDERING COPPERS, FLUX, PASTE AND “Alexander Brothers. 
SALTS 


Chicago Solder Company. 


SPROCKETS 
H. W. Caldwell & Sons Co. 
°W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Geerge W. Pyott Co. 
SQUARES, STEEL 
The Peek, Stew & Wilcox Co. 


SPECIALTIES 
*American Injector Co. 
Crane Co. 
*Detroit Lubricator Co. 
Detroit Brass & Malleable Works. 


*Chieago Belting Co. 
*Chicago Rawhide Mfg. Co. 
STUDS, MILLED 
*Ferry Cap and Set Screw Co. 
TANKS, FOR AIR, GAS AND LIQUIDS 
Wm. B. Scaife & Sons Co. 
TANKS, SEAMLESS STEEL 
National Tube Company. 
TAPS, COLLAPSING 


*The National Acme Co 


TILING, RUBBER, INTERLOCKING 
*New York Belting & Packing Co. 


TIRES, AUTOMOBILE 
*Empire Tire & Rubber Corp. 
TOOLS, BORING 
*Armstrong Bros. Tool Co. 


TOOLS, CARPENTERS’, MACHINISTS’ AND 
WHEELWRIGHTS’ 

*Nicholson File Company. 

The Peck, Stow & Wilcox Co. 

The Warren Tool & Forge Co. 


TOOLS, ELECTRICAL 


Knight Engineerng & Sales Co. 
*U. S. Electrical Tool Co. 
Wodack Electric Tool Co. 


TOOLS, LATHE AND PLANER 
*Armstrong Bros. Tool Co. 


TOOLS, PLUMBERS’ AND STBAMETIFSRS’ 
*The Borden Company. 
Crane Co. 
*The Curtis & Curtis Co. 
The Oster Mfg. Co. 
The Peck, Stow & Wilcox Co. 
*Toledo Pipe Threading Machine Ge. 
TORCHES 
Eagle Manufacturing Co. 
TRADE CATALOG PUBLISHERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 
TRANSMISSION, VARIABLE SPEED 
*The Moore & White Co. 
*Reeves Pulley Co. 
TRAPS, STEAM 
Strong, Carlisle & Hammond Co. 
*D. T. Williams Valve Co. 
TROLLEYS, OVERHEAD 


*Lovejoy Tool Works 























You are interested in 
“Pittsburgh” Letters and Figures 
from a sales angle 


If you can develop a pleasant and profitable business in 
“Pittsburgh” Stamps, another source of complaint and 
dissatisfaction will have been removed. 

What you want is an article that will bring the cus- 
tomer back—not with a complaint but with an order for 
more. The usuai quality of “Pittsburgh” Stamps assures 
a rapid turnover—and a handsome profit. 

Here is the assistance we will give to you in developing 
sales for “Pittsburgh” Letters and Figures: 


1—Typewritten sales talks, for your salesmen, outlining 
selling points of ‘Pittsburgh’ Machine 


EST. 1913 


Pittsburgh Stamp Company, Inc. 
Canal Street, Pittsburgh 


Say it now on a postcard—“Send me details of your sales plan” 


the superior 
Made Stamps. 

2—Co-operation of our Advertising Department in furnish- 
ing cuts and writing copy for your next catalog. 


3—Polished sample stamp furnished for each of your sales- 
men to assist his talk. 


4—By appointment, our sales manager, Mr. Frank Weber, 
will coach your salesmen on the finer points of selling 
“Pittsburgh” Stamps. 
Let us prove to your entire satisfaction that a quality 
product is cheapest—both to buyer and seller. 
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When You Want There’s Profit 
Good Packings, 


Buy Goodsell Brands In the 


TRADE-MARK 





Flexible All-metal Packing 


Goodsell’s “98” Stitched “INTERNATIONAL” 


Goodsell’s “Dollar” Packing Electric Glue Heaters 
Goodsell’s Rubber Back Flax 


Goodsell’s Polar Ammonia Shops and plants using International Electric 
Glue Heaters save electric current expense, as 

‘THE reputation that our products enjoy is the International current consumption 1s low : 
result of over forty years of manufacturing qual- ave ti ae y . - 5 1 » rnati 1] 
ne pasiiiene. We kalce & dein tae avai dae. save time, as elue heated in the International 
Jobbers everywhere now sell Metalpac and Goodsell is always at correct temperature ; and glue 


brands because their customer le i the best. = : : 
Se Te aan. «apt reeee te ce ae workers find that International-heated glue is 


easicr and better to work with-—it improves 
their work. 


Send for Samples, Folders, 
and Dealer Proposition 


eg SO 





RAE 
Goodsell Packing Co. Inc. INTERNATIONALSELECTRIC COMPANY Wrie jor beeke 
. MANUFACTURERS oe let “Economical 
Maywood, Ill. ELECTRICAL HEATING APPLIANCES Clue Handling” 
Suburb of Chicago INDIANAPOLIS USA 























PERE RER EE SE ES ee SeRUn SES a 


Think Now— 


Why Did These Concerns Install 


SELLS 2oker®eariuys 


Millers Milling Company 
Aunt Jemima Mills Company 
French, Shriner & Urner 
United Shoe Machinery Co. 
Gillette Safety Razor Co. 
American Agricultural Chemical Co, 
(25 plants) 
Newberry Cotton Mills 
Babcock & Wilcox Mfg. Co. 
& Borden Condensed Milk Co. 
Dodge Brothers 
American Car & Foundry Co. 


| 
| 
} 
| 
} 
| 
} 
| 
| 
| 
| 
| 
| 
} 
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The enduring quality of 


Crescent 
Wood Working 
Machinery 


will eventually command the interested 
attention of all users of wood working 
machinery. Send for catalogue and price 
list so you will be prepared to quote when 


land there are tl 


They 


Fit your present hanger frames. Can be_in- 

stalled overnight. Are split throughout. — Save 

he at least 10 percent of your 

———, power—more often 20 per- 
te = cent. 





Our bock Anti-Friction Power 
Transmission will be mailed 


"oe eee ee ee ee ee ee ee ee ee ee 


immediately upon your re- 


“se ERE EE EEE *, ". SEP RERREREBREREREREREREBRERESLE 





€ 1% quest. 
you receive inquiries. ms || A 
~ we j 
= | my | 
THE CRESCENT MACHINE Co. a” | Manager } 
96 Columbia St. _ | Royersford Foundry & Machine Co., 
LEETONIA, OHIO * | 43 N. Sth Street 
. | Philadelphia | 
“Ss ns ee vee Se Oe —————————E———— 
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TUBING, STEEL 
National Tube Co 


TUBING, RUBBER 


*New York Belting & Packing Co, 


UNIONS, BRASS AND IRON COMBINED 
rane Co 
Illinois Malleable Iron Co 
VALVE LEATHERS 
Cc} r¢ Belting Co 


*Chicago Rawhide Mfg. Co. 
VALVE STEM PACKING 
*Greene, Tweed & C« 


*tlomestead Valve 


+ 


* 


VALVES, AIR 


Brass & le Works 





The Lunkenheir 

The Penn Engineering Ce 

Sterling & Skinner Mfg. Co 
VALVES, BALANCED, FLOAT 


Mason Regulator Co 


VALVES, BLOW OFF 


) 


Crane Co 
Homestead Valy Mfg. Co 
Jenkins Bros 
The Lunkenheimer Co 
The Wr Powe Co 
The D. T. W iams Valve Co. 
VALVES, CHECK 
in o 
s&M ble Works 
rass Co 
Ce 
lliams Valy Co 





VALVES, HIGILE PRESSURE 


ine Co 
Homest Vv e Mfg. ¢ 
Jenkins Bro 
The Ohio Br 
rl Wi P 
r} I r. W 





VALVES, AND ANGLE 
etroit Brass & Malleable Works 
Homestead Valve Mfg. Co 
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*Jenkins Bros. 

*The Lunkenheimer Co, 

*The Ohio Brass Co. 

*The Wm. Powell Co. 

*The D. T. Williams Valve Co. 


VALVES, HYDRAULIC 
Crane Co. 
*Homestead Valve Mfg. Co. 
*Jenkins Bros. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 


VALVES, POP SAFETY AND RELIEF 
Crane Co. 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 


VALVES, PRESSURE REGULATING AND 
REDUCING 
Crane Co. 
*Mason Regulator Co. 


VALVES, PUMP OR RUBBER 
Crane Co. 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*Jenkins Bros, 
New York Belting & Packing Co. 


VALVES, RADIATOR 


Detroit Brass & Malleable Works. 
*Detroit Lubricator Co. 

*Jenkins Bros 

*The Lunkenheimer Co. 

*The Ohio Brass Co. 

*The Wm. Poweil Co. 

*The D. T. Williams Valve Co. 


VALVES, THROTTLE 


*Detroit Lubricator Co. 

*Jenkins Bros. 

*The Lunkenheimer Co. 

*The D. T. Williams Valve Co. 

VISES, BENCH 

*The Chas. Parker Co. 
VISES, PIPE 

Crane Co 

oT! Chas. Parker Co. 


*Curtis & Curtis Co, 
*Toledo Pipe Threading Machine Co. 
WASHERS, LEATHER 
*Alexander Brothers 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
*The J. Milton Hagy Waste Works. 
WATER CLOSETS, FROST PROOP 
Jos. A. Vogel Co. 
WHEELS, GRINDING 
*New York Belting & Packing Co. 
WINCHES 
*The Yale & Towne Mfg. Co. 
WIPING CLOTHS, MACHINERY 
*The J. Milton Hagy Waste Works. 
WIRE ROPE 
Williamsport Wire Rope co. 
WIRE SOLDER 
Chicago Solder Co. 
WRENCH SETS 
*Armstrong Bros. Tool Co. 
WRENCHES, ADJUSTABLE 
The Peck, Stow & Wilcox Co. 
WRENCHES, ENGINEERS’ & MACHINISTS’ 
*Armstrong Bros. Tool Co. 
“Pexto”’—The Peck. Stow & Wilcox Co. 
WRENCHES, PIPE 
The Peck, Stow & Wilcox Co. 
WRENCHES, SOCKET 
*Armstrong Bros. Tool Co. 


YARN, LATH 
E. T. Rugg & Company 

















EDGEMONT 
FRICTION 
CLUTCH 


Co-operation for 


“Edgemont” Dealers °“’ 


Our engineering department is at your service at all times to 
Our dealers find this 
most helpful, as many unusual clutch problems are submitted to 


advise on the proper clutch installation. 


them for advice 


The 


successful operation of Edg 


supplied, fully able to handle the drive. 


breeds good will and confidence between 


and their customers. 


Write for the Edgemont 





Sita 


EDGEMONT MACHINE CO., INC. 
DAYTON, OHIO 







ks clutches is assured 
when the proper size and type of clutch is selected. By advising 
our engineering department of conditions, 


emont 








Reduce 
Hoisting 


Costs 


High Speed 
Hoists 


proper clutch is 


This technical service the facts: 
“Edgemont” dealers 








Your 


Install Wright 


They conserve 
time, energy, 


and man-powe 


Do you want 





IGHT 


LISBON, 












OHIO 














oO 


When writing to 


Advertisers plezse mention Mitt Suppties. 
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U. S. ELECTRIC DRILLS AND GRINDERS 


Send for 
complete 
catalogue 








THE U. S. ELECTRICAL TOOL CO. Cincinnati, Ohio 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chica go, St. Louis, Cleveland, Milwaukee, Houston 








This is New 


the Ad—not the Company 


California Tanning Company 


TANNERS AND MANUFACTURERS OF 
Chrome. Indian Tan and Raw Hide 


LACE LEATHERS 


Chrome Hand Leathers in Two Patterns and 
Three Weights—Leather Aprons 


1909 Shenandoah Ave.. St. Louis. Mo. 

















PARKER VISES 


PIONEERS 1842 LEADERS EVER SINCE 


PARKER SUPERIOR SAYS: 
7 Reasons Why—SIXTH—THE HANDLE 


Set screw and 
tension spring in 
ball of handle 
¥. holds lever in 


position desired. 


. ‘The Charles Parker Co. 


*‘Muste ise Makers 





Parker Superior sandibon, Conn. 











ETLAN 











GRAPHITE GREASE 


[SUPERFLAKE| 











SHEED 
Every type of lathe chuck any 
shop requires—and the strength 


and endurance it demands. 
Write for Catalog 


The Hoggson & Pettis Mfg. Co. 
New Haven, Conn., ae Th 











FOR EVERY USE 
Lubricating Graphite Boiler Graphite 
Pipe Joint Compound 
SUPERIOR FLAKE GRAPHITE COMPANY 
76 West Monroe St., Chicago, Il. 


GRAPHITE 




















McCAULEY BELTING COMPANY 


LEATHER BELTING 




















TheWhitman & Barnes Mfg Co. 
TWIST DRILLS & REAMERS 


AKRON, OHIO, U.S.A, NEW YORK LONDON 






















412-420 ORLEANS STREET, CHICAGO, ILL. 
STEEL BELT LACING 
speed, light or heavy 
duty belts. 
Strongest. WaRaieeeaas 
Belt Lacing FLEXIBLE STEEL 
Chicago, Ill., U.S.A. 
135 Finsbury Pavement 


EST for high or low 
The aoe a sriets go. Or am- 
Power Transmission 
_—_ / LACING CO. 
a 9 On Earth 4633 Lexington Street 
Poet London, E. C., England 





+ 
Reg. U. S. Pat. Office 
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Alphabetical Index to Advertisers 


Akron Barrow Co 

Alexander Brothers 
American Injector Co 
Appleton Car-Mover Co 
Arguto Oilless Bearing Co 
Armstrong Bros. Tool Co 
Associated Business Papers, Inc 
Birkle Machine Works 

Bond Foundry & Machine Co 
Borden Company, The 
Caldwell, H. W., & Sons Co 
California Tanning Company 
Carton Belting Company 
Chicago Belting Co 

Chicago Pulley & Shafting Co 
Chicago Rawhide Mfg. Co 
Chicago Solder Co 

Cleveland Twist Drill Co 
Cook’s, Adam, Sons 

Crane Company 

Crescent Machine Co., The = 
Curtis & Curtis Co., The 

Davey, W. O., & Sons 

Delta File Works... 

Detroit Brass & Malleable Works 
Detroit Lubricator Co 

Dodge Sales & =ngineering Co 
Donnelley, R. R. & Sons Co 
Eagle Manufacturing ep 
Edgemont Machine Co., Inc 
Ferry Cap & Set Screw Co., The 
Flexible Steel Lacing Co 
Gandy Belting Co., The... 


Goodrich, B. F., Rubber Company, The 


Goodsell Packing Company 
Greene, Tweed & Co 

Hagy, J. Milton, Waste Works 
Hill Clutch Co., The. 
Hoggson & Pettis Mfg. Co.,The 
Hollow Center Packing Co 
Hoover Steel Ball Co 

Howe Chain Company 

Illinois Malleable Iron Co.. 


Indianapolis Brush & Broom Mfg. Co 


International Electric Company 
Jenkins Bros. 
Johnson, Carlyle, Machine Co., The 


Jones, W. A., Foundry & Machine Co 


Knight Engineering & Sales Co 
Lay, Joseph, Company, The 
Leiman Bros. 
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Lovejoy Tool Works......... 
Lunkenheimer Company, The.. 
Mason Regulator Co 
\icCauley Belting Co 

McRae & Roberts Co., The 
Medart Patent Pulley Co 

Mill Specialties Company 
Montgomery Bros., Inc 
Moore & White Co., The 
Mullins Body Corporation 
Myers, F. E., & Bro. Co....... 
National Acme Company, The. 
National Tube Company : 
New York Belting & Packing Co 
Ohio Brass Co., The. é 
Ohio Valley Pulley Works, Inc. 
Parker, Charles, Co., The.... 
Peck, Stow & Wilcox Co., The 
Penn Engineering Co.. 
Pickering Governor Co., The 
Pittsburgh Stamp Co., Inc.. 
Porter, H. K.. ee 
Powell, William, Co., The.. 
Pyott, George W., Co 
Rahmann, George, & Co.. 


Reeves Pulley Co 
Republic Belting Co., Inc... z 
Royersford Foundry & Machine Co... 
Rugg, E. T., & Company 

Saginaw Manufacturing Co... 
Scaife, William B., & Sons Co....... 


Schieren, Charles A., Company................00.00...0.-...---- 


Sharon Pressed Steel Co 
Sherwood Manufacturing Company 
Skinner Chuck Company. 
Somers, Fitler & Todd Co... 
Standard Pressed Steel Co. 
Sterling & Skinner Mfg. Co 


Strong, Carlisle & Hammond Co............ 


Superior Flake Graphite Co.. 
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If Your Trade on Square Flax 
Packing Is Falling Off, 
Offer Your Customers 


SQUARE 0 
i PLAITED PACKING 



















For Hydraulic and 
Low Steam Pressures 


The quality of flax packing is today far be- 
low standard because the great Russian source 
of supply is not now available. 


“Palco” is offered to take the place of flax pack- 
ing because we consider it superior, as the long 
fibre, high tensile strength cotton of which “Palco” 
is made is superior to flax as a packing fibre. 
“Paleo” is lubricated much better than flax pack- 
ing—has graphite grease lubricant forced into 
each single strand before plaiting—not dipped into 
tallow after plaiting as is flax packing. 


Priced Moderate 


It will pay you to investigate “PALCO” Packing 


GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St.. New York 
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KNOW PITTSBURGH'S HOUSE OF SERVICE 


After All— 
WE SELL BUT ONE THING 


EOPLE 


do not buy. nails or bolts, pipe, shovels or machin- 
ery for 


the materials of which they are composed, or for 
the manner in which they are made and finished. They 
buy them for the service they will render and that alone. 
Therefore the one thing we really sell is service—and with this idea 
in mind we make sure the things we sell will render the highest pos- 
sible degree of Service. 

Our Phone number is Court 4860—Lines 101, 102, 110 

or 204 will connect you with the Sales Department. 


Somers, Fitler & Todd Co., 


327 Water sot (—— Pittsburgh, Pa. 
MACHINERY and SUPPLIES 





Sell the set- 


screw that’s 
sure to 
WE DARE YOU repeat 


- segge _~ _ Write for prices and samples 
will furnish free a 
sample set-screw The Strong, Carlisle & Hammond Co. 
‘LEVELAND, OHIO 
and test block. a sca | 
Make Mac-it Endurance ~<a "Feleaneie ae 
Your Best Insurance 


Square-head, 
Set, Cap Headless, 
and 
Hollow, 
Safety Tool - post 
Set Screws 








